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SHEET METAL — 
ORNAMENTS 4» STATUARY 


INSMITHS and sheet metal workers appreciate 

that GEROCK SHEET METAL PRODUCTS 
reflect credit on their work and bring new 
contracts their way. They have a reliable source 
to draw on at all times wherewith to elaborate 
and emphasize their skillful work. GEROCK 
SHEET METAL ORNAMENTS AND 
STATUARY have a reputation of the highest 
quality behind them. We make a specialty of 
detail work of the finest character. 


EMEMBER that we help you land prospective 

contracts. It is to our interests as well as 
yours. We have a proposition that will interest 
you. May we send details and our catalog? 


; 
: 
GEROCK BROTHERS } 
MANUFACTURING COMPANY ZZ 

cca 


1227 South VanderventerAvenue ST. LOUIS, MISSOURI 


ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 58 and 59 
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Is so constructed as to be suitable for use 
with either bituminous or anthracite coal. 
It never heats the same air twice and 1s 
absolutely dust and gas proof. 


POWERFUL, DURABLE, ECONOMICAL, 
EASILY MANAGED, NO GAS, NO 
DUST, NO SIFTING ASHES, 
UNIFORM HEAT. 


Our latest catalog fully describes BEAVER 
WARM AJR HEATERS and tells why it 
would ke to your interest to become a BEAVER 


DEALER. 


| THE DANVILLE STOVE & MEG. COMPANY 


DANVILLE, PENNSYLVANIA 


W. D. SAGER, 330-340 North Water Street, CHICAGO, ILLINOIS 
SAN FRANCISCO, CAL. 
LOS ANGELES, PA. PITTSBURGH, PA. Sinai theese Ge. tne. 
Union Hardware & Metal Co. R. E. Edmunds, 104 Wood St. 561-563 Mission St. 
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A Happy ANbD PRosPEROUS NEW YEAR To ALL. 








Ir 1s in an entirely different frame of mind that the 
average business man looks upon prospects for the 
coming year—altogether different from 
Prospects the manner in which he looked at busi- 

for 1916. ness prospects for 1915. 

For while there were those who were 
farsighted enough to foresee a material im- 
provement in conditions during 1915, the great ma- 
jority of men engaged in business—not merely the 
small retail hardware dealer, but the big manufac- 
turer as well—were inclined to “sit tight” and ‘await 
developments,” rather than going ahead and helping 
shape these “developments,” by increasing their own 
activities. 

And it required almost sledge hammer blows on 
their office doors to induce them to believe that Dame 
Opportunity was knocking at their door, so firm were 
they in their opinion that this country was bound for 
a siege of hard times such as had never been wit- 
nessed. The retail hardware dealer wouldn't buy; the 
wholesaler wouldn't send his traveling salesmen on 
the road: the manufacturer kept his factory on part 
time, and as small time as he possibly could, merely 
turning out enough to keep step with the few orders 
that did come in from those who were not among 
the “blue-funk” variety. 

Then all of a sudden, things seemed to change, and 
everybody appeared to take a new lease on life: Here 
and there you commenced to hear of factories actual- 
ly running over-time; dealers commenced to notice the 
holes in their stocks and to figure that possibly it 
might be good policy to order a half dozen saws, 
planes, screw drivers, or something else, and present- 
ly prices began advancing: A real buying movement 
was started, and it has been going on for the past 
three months at a great rate. 

So here we are at the beginning of 1916 with hope 
in our heart, determination in mind to make the most 
out of our opportunity, with common sense enough 
to avoid over-buying but farsightedness sufficient to 
induce us to make proper preparation for the demand 
which the prosperous American farmer and well paid 
American workman is certain to make on our stocks 
during the coming year. 

This is going to be a great year for business—but 
for some it will not be as profitable as it ought to be, 
because of their habitual, lackadaisical attitude of let- 
ting things slide. This is not a time to wait for prices 
to go down. If anything, they are more likely to ad- 


vance still farther, and when they do the extra cost 
these dealers will have to pay will mean just that 
much less profit for them. 

3e sure that you are fully prepared to get your 
share of the large, profitable business that 1916 will 
bring. | 








In rHEe Chicago Herald there is being published a 
series of “business editorials” under the general head 
of “Bigger, Better Business.” They are 

Bigger, = written by men who for years have 

Better : ; 7 

Business, Made a study of selling methods and 
who have made good as merchandis- 
ing counsellors. 

While these articles are very interesting and con- 
tain a great deal of information, not only for the con- 
sumer but for the manufacturer and the distributor 
as well, some statements have been made to which 
at least many successful retailers will take exception. 

‘or instance in the article by James O’Shaugnessy, 
of the O’Shaugnessy Advertising Company, which 
appeared on Tuesday, December 14th, the following 
paragraph does not truly represent the actual situa- 
tion as it pertains to the hardware business at any 
rate: “As he exists today, the jobber is chiefly a 
detail man and collection agency for the producer. 
His important functions are breaking shipments and 
guaranteeing the credit of the retailer. In the selling 
process, the jobber is a mere order taker.” Another 
paragraph says: “If you use the jobber, you put the 
article conveniently within the reach of the retailer 
and your money is promptly forthcoming—if the re- 
tailer buys.” 

AMERICAN ARTISAN holds no special brief for the 
jobber of hardware, except to make it clear to all 
concerned—retailers as well as manufacturers—that 
on very many lines the jobber is the most convenient 
and most economical means by which the retailer can 
keep his stock in liquid condition, or, to use another 
expression, by which he can always make certain of 
having a well assorted stock on hand with which to 
supply the needs and wants of his customers among 
consumers. And Mr. O’Shaugnessy contradicts him- 
self in the two paragraphs quoted in the foregoing, 
as will be noted when the latter is read over again: 
“If you”—meaning the manufacturer—‘“use the job- 
ber, you put the article conveniently within the reach 
of the retailer and your money is promptly forth- 
coming—if the retailer buys.” 

Who is going to induce the retailer to buy if it is 
not the traveling salesman representing the jobber? 


298937 
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And does anyone for a moment imagine that “a 
mere order taker” can induce a retail hardware dealer 
to buy anything? 

With the exception of this criticism, however, Mr. 
O’Shaugnessy’s article is very well written and it 
touches upon a number of points that are of more 
than momentary interest and importance to the retail 
hardware dealer. 

The following, for instance, puts the matter of 
trading stamps or premiums of any form into a very 
concise statement: “The giving of trading stamps or 
premiums in some form is a method of disguising the 
sale cost without reducing it. * * * The cost of 
the premium takes up a big margin of the profits that 
might be used in sound promotion.” 

With very few exceptions no retail hardware dealer 
can be found—or for that matter any kind of retailer 
—who operates a trading stamp or premium scheme 
at a cost of less than 3 percent of his total sales. 

Is there anyone who will gainsay the fact that if 
the same retailer would use half of this amount in 
the right kind of printed advertising—following the 
method employed by progressive stores of every coun- 
try—he would put his business on a firmly established 
basis and have it show an increase in sales and profits 
from year to year, far beyond the increase which he 
may now be able to show with the use of trading 
stamps ? 

In this connection, it is well to keep in mind that it 
has been thoroughly demonstrated that the cheapest 
and most economical method of  distribution— 
whether regarded from the standpoint of the manu- 
facturer or of the retailer—is that having the mer- 
chandise go through the regularly established chan- 
nels: Sold by the traveling salesmen through the 
jobber or direct to the retailer and by the latter to the 
consumer. 

With all the makesnifts of buying syndicates of 
one kind or another, socalled cooperative wholesale 
houses, the retailer has not been able to show any ma- 
terial saving in his buying cost if indeed he has been 
able to buy as cheaply and as satisfactorily, every- 
thing considered, as he did when he used the regu- 
larly established distribution channels. 

The point which the retailer of hardware or of any 
other line must keep uppermost in his mind is that no 
matter how cheap he may buy an article, he will not 
be able to count his profits until he has sold the article. 
It would therefore seem natural that at least as much 
effort should be put on pushing his sales as is now 
given to ways and means for cutting down his buying 
cost. 








‘oR A NUMBER of years, there has been considerable 
agitation on the question as to whether this country 
should have a permanent tariff com- 
Permanent mission the duties of which should be 
Tariff to recommend to Congress such changes 
Commission. . 
in the tariff schedules as might be found 
advisable from time to time owing to the changing 
conditions here and abroad. 
The same sort of agitation had to be carried on a 
long time before it was found possible to create the 
Interstate Commerce Commission, but as this Com- 


mission was finally created, so it is to be hoped that 
some day in the not too distant future we may also 
have a non-political, permanent tariff commission ap- 
pointed by the President and not ruled by Congress 
in its decisions. 

During the past few months, there has been quite 
a change in the public utterances at least on the part 
of some of the former opponents of such a tariff com- 
mission, and with both Democrats and Republicans 
on record in favor of a law creating a tariff commis- 
sion organized on the lines of the Interstate Com- 
merce Commission there is every reason to expect 
that a law will be passed either during the present 
session of Congress or the next. 

The important point, however, in this matter is not 
so much to have the commission created and the men 
selected who are to serve on it, but to have the policies 
of the commission so defined as to make their decisions 
as effective as are those of the Interstate Commerce 
Commission. 

It would seem, for instance, a reasonable method 
under which the commission might work to have it 
take existing tariff duties as a base and then, either 
on complaint or on its own initiative, investigate any 
certain duty; condemn it if it was found to be unrea- 
sonably high or unreasonably low and substitute for 
it one which the Commission considered reasonable. 

No doubt serious opposition might be encountered 
on this point, but it appears at the present time that 
unless the commission is empowered to act in just this 
way, its usefulness will be far less because if Con- 
gress has to pass on its recommendation, there will 
always be chances for log rolling—just as there have 
been ever since the tariff came into politics. 








AMONG THE many specious arguments against the 
Stevens Bill is that which appeared in a publication 
supposedly published in the interest of 


So-called : 
Aggument the retail grocery trade, part of which 
Against follows herewith: 


“Arguments for fixed prices generally as- 
sum@ the existence of a fixed class of grocers 
—the small grocers. It is for this class that fixed prices are 
urged as a benefit. It does not appear that these small gro- 
cers are supposed to grow into large ones, for if they were 
so supposed the arguments for the fixed prices would be 
greatly weakened. 

“Thus fixed prices imply the existence of a fixed class 
of grocers—the grocers who will always be small fellows. 

“There is no surer way of keeping grocers from natural 
growth than by preventing them from exercising the right to 
manipulate prices of goods they sell. There is no surer way 
to discourage grocers and fix them in the lowest class than 
by talking up fixed prices and talking down cut prices.” 


The same so-called argument—or one very much 
like it—is being advanced by certain interests which 
are closely identified with publications catering to de- 
partment stores. 

Inasmuch as some of the greatest retail merchants 
of the United States are strongly in favor of the 
Stevens Bill, which is intended to prohibit indiscrim- 
inate price cutting on standard, trademarked, na- 
tionally advertised merchandise, and inasmuch as 
practically all important organizations of retail mer- 
chants—including every state association as well as the 
National Association of Retail Hardware Dealers— 
have gone on record as favoring the passage of this 
bill, it certainly does not appear as if the Stevens Bill 


Stevens Bill. 
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is intended only for the benefit of “the small dealer 
who will always remain a small dealer,” or that it is 
so considered by the better class of merchants. 

Up to the present time not a single valid argument 
has been presented by any of the opponents of the 
Stevens Bill, most of whom will be found in that 
class of retailers to which the so-called popular priced 
department stores and mail order houses belong— 
those which use the cut price of a standardized article 
for the purpose. of inducing gullible persons to be- 
lieve that all the other merchandise sold by these con- 
cerns represent as great values as those which are 
featured in their advertisements. 

The retail hardware dealer who believes 
methods of buying and selling can do himself no bet- 
ter service at the present time than to make it a point 
to advise his representatives in the United States 
Congress that it is his desire that they vote in favor 
of the Stevens Bill—and furthermore to insist upon 
a declaration from these representatives that they will 
so vote or else give him valid reasons for refusing to 


in fair 


do so. 








NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 

“Some people are never satisfied,” said J. L. Mc- 
Laughlin, who sells In-Vu Letter Boxes and Glass 
Push Plates for doors. ‘No matter how fortune treats 
them, they always have a ‘kick coming,’ ’’ and then he 
told this story: 

“A taxicab chauffeur who had run over and killed 
a number of people and presented his company with 
a number of lawsuits, was finally discharged for reck- 
less driving. He then became a motorman on a trolley 
line, but did not take kindly to the new work. One 
day as he was grumbling over his fallen fortunes a 


RANDOM 





friend said: 

“‘“Oh, what’s the matter with you? Can’t you run 
down just as many people as ever?’ 

“*Ves’ said the ex-chauffeur, ‘I can, but former- 
lv I could pick and choose.’ ”’ 


“Joe” Rees, vice-president of the Brier Hill Steel 
Company, is somewhat of a story teller, and usually 
he gets a good laugh when he gets through. This is 
one of his latest: 

“A young man named DuBose invited his sweet- 
heart to take a buggy ride with him. The young 
woman had a fetching lisp. When they reached a 
rather lonesome bit of road the young man an- 
nounced : 

“This is where you have to pay toll. The toll is 
either a kiss or squeeze.” 

“Oh, Mr. Du Both!” exclaimed his companion. 

Fred Biffar who knows a thing or two about sport- 
ing goods and cutlery of various sorts also sets claim 
to be an expert on the proper use of the “King’s Eng- 
lish,” or shall we call it “President Wilson’s United 
States’? He was discussing the correctness of certain 
expressions and to emphasize his point told the follow- 
ing story: 

“An ultra precise professor went into a hardware 
shop and said, ‘Show me a shears, please.’ 


“You mean a pair of shears, don’t you?’ said the 
dealer. 

“*No,’ said the professor, ‘I mean what I say. I 
mean a shears.’ 

“The dealer took down a box of shears. 

““Look here, professor,’ he said, ‘aren’t there two 
blades here? And don’t two make a pair?’ 

“Well, you've got two legs. Does that make you 
a pair of men?’ And the professor smiled at the deal- 
er triumphantly through his spectacles. 

“He was logically right,” said Fred Biffar, “but 
really, he was wrong.” 

* * 

Irving S. Kemp, the hustling salesmanager of 
Vaughan and Bushnell Manufacturing Company, has 
a friend who while immensely rich is somewhat 
“close.” 
“miser” fits him to a dot, and one of the characteris- 


In fact, some people say that the word 


tics of this millionaire is that he dresses very shab- 
bily. One day Irving remonstrated with him on this 
matter, 

“T am surprised, Amos,” said he, “that you should 
allow yourself to become so shabby.” 

“But I’m not shabby,” firmly interposed the mil- 
lionaire miser. 

“Oh, but you are,” returned Irving. 
He was always neatly, even elegantly, 


“Remember 
your father. 
dressed. His clothes were always finely tailored and 
of the best material.” 

“Why,” shouted the miser, triumphantly, “these 
clothes I've got on were father’s!” 

x x x 

I quite agree with that eminent divine, Dr. rank 
Crane, who at one time was one of the most popular 
preachers in Chicago, that it would be a fine thing if 
each one of us would be big enough to forgive the 
small or large offense that our neighbor had commit- 
ted against us, and thus start the new year off with a 
clean slate. 

Suppose you follow the suggestion of Dr. Crane 
without regard to what course anybody else takes- 
don’t you think you would feel considerably better for 
a little while anyway, at least until you have stored 
up a fresh set of scores against those you have to live 
and do business with. 

Here is what Dr. Crane says: 

Recall them all. Think of every man, woman and child 
that during the past year has stabbed you with anything from 
a pin to a handspike, slapped your face, tweaked your nose 
or made faces at you. Get them all together in the tank of 
your memory, and then turn the hose on them and drown 
them in the waters of forgiveness. 

Did you ever think that the quickest, easiest, and surest 
way to kill off an enemy is to forgive him? So long as you 
hate him you feed his enmity. When you forget it, he feels 
like a fool. You've done for him. 

And the more you get even with him, discomfit him and 
sate your vengeance on him, the more poisonous he grows, 
and the bite of even a mad rat is dangerous. 

If you wash your face every morning, why not wash 
your heart at least once a year? _ 

The great cry nowadays is the aseptic life. We use more 
soap and lye in the kitchen than formerly, the hospitals 
abound in antiseptics, and we wash our teeth and our wounds 
with concoctions prepared to slay microbes. Why not have 
a grand antiseptic spiritual wash-up on the first day of the 
year? 

Forget, forget! You'll live longer, also wider and deeper. 

Look what gigantic hates, jealousies, and offense-bur- 
dened memories are doing to poor old idiotic Europe! 

And remember what America’s greatest philosopher said 
of America’s greatest man: 

“His heart was as broad as the world, yet it had no 
room in it for the memory of a wrong.” 
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FRED E. MUZZY. ' 


It may be of interest to some young fellows who 
when starting out in life ask and expect to receive 
“salaries” of at least ten dollars a week, that when 
Fred Muzzy started to earn his living as a clerk in 
a retail hardware store, all that he received in the 
was his board 


way of remuneration for his “services” 
and room, and that about a year later he was advanced 
and was paid thirty-five dollars a month, out of which 
he had to pay for his board, and that for three years 
more he continued at this munificent salary. Possibly 
some might interpose that Fred could not have had 
much ambition, but if so, they would be very far from 
the mark, for he has given plenty of proof of the 
fact that he possessed a good share of the character- 
istics that go to make for suc- 
cess—among them being am- 
bition and good business 
judgment. 

Fred was born September 
7, 1861, in Jamaica, Vermont. 
Four years later his parents 
farm near 

where 


moved to a 
Geneseo, Illinois, 
lived until he was 21 years of 
age, attending the public and 
high schools until he was 18 
years old, and after gradua- 
tion teaching district schools 
for two years—all the time 
helping his parents with the 
work on the farm. His 
parents are both buried in 
Geneseo, and he is now hav- 
ing erected there a fine Me- 
morial Chapel in the Geneseo 
cemetery in commemoration 
of them. 

In 1882 Fred was struck 
with the “Dakota craze” and 
went with the mad rush to take up land in South 
Dakota, securing a homestead and a tree claim, or 
480 acres in all, and when he had “proven” two quar- 
ter sections, he could not sell them for one dollar per 
acre. 

In the meantime, he secured employment in a retail 
hardware store at Westport, South Dakota, near 
Aberdeen, and it was here that he received the afore- 
said munificent salary. He opened the store in the 
morning, swept out, blackened the stoves, trimmed 
window displays, kept the books and did everything 
that an all-around hardware clerk was supposed to do. 

It was about 1886 when Fred took his first position 
as a traveling salesman with the Hicks, Trask Hard- 
ware Company of Aberdeen, South Dakota, with a 


he 





salary of fifty dollars per month, and his expenses. 
A year or so later, he changed to A. I. Seeberger 
and Company, Chicago, remaining two years, after 
which he joined the Simmons Hardware Company, 
St. Louis. When he applied to Mr. E. C. Simmons, 
the head of the Company, and was asked as to recom- 
mendations, he replied that he had brought none with 
him and that he presumed some of the men whom Mr. 
Simmons had employed because of their high recom- 
mendations had not made good, but that he had a letter 
from the concern from whch he had just resigned 
protesting against his leaving. Mr. Simmons told him 
that he would make up a territory for him on the 
strength of that letter, and Fred remained with the 
Simmons Hardware Com- 

pany for eleven years. Leav- 
ing the Simmons Hardware 
Company, [red associated 
himself with the J. Stevens 
Arms Tool Company, 
Chicopee Falls, Massachu- 
setts. At that time, they em- 
ployed about 200 men, and it 
can be seen how efficient his 


and 


management was, when it is 
noted that after eight years of 
work, during which time he 
became vice-president and 
salesmanager, the concern 
grew to employ over 1,600 
men. His close application 
to his duties, however, broke 
down his health, and _ he 
found it necessary to give up 
his work. Although the phy- 
sicians said he would never 
recover, he fooled them and 
is today hale and hearty. 

At the present time, he is 
keeping himself busy as president of the Interstate 
Silver Black Fox Company, Limited, of Prince Ed- 
ward Island, an enterprise which he has started for 
the purpose of breeding high grade silver black foxes 
and selling the same, as well as for preparing and 
selling fine fox furs in pelt form. He is also a di- 
rector of the Eastern States Fair and Industrial Ex- 
position Company and belongs to many fraternal, pub- 
lic and social organizations. His home is at Spring- 
field, Massachusetts. 

It goes without saying, that Fred has friends all 
over the country, for he is the sort of man whom men 
appreciate because of his high character, and it may be 
of interest to know that he has written many interest- 
ing articles under the name of Ed Ford. 
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STUART S. CRIPPEN. 





There are some men of whom it is said that from 
their earliest childhood they have occupied a unique 
position and on the other hand, there are men who 
spend their boyhood and youth without seemingly 
giving any indication that when they come into man- 
hood they will become leaders in their particular field. 

Probably if the choice were left to each individual 
person, he would choose the conditions of the latter 
class because after all is said and done, there is hardly 
a position more difficult and more trying for a boy 
or young man than the one where his parents and 
their friends seem to do everything they can to make 
whatever the boy says or does appear clever or 
smart. If the boy is not thoroughly spoiled before he 
reaches years of discretion, 
it is only because he possesses 
characteristics in his mental 
make-up that counterbalance 
the ofttime foolish efforts of 
the parents to have their son 
appear to better advantage 
than his classmates. 

The foregoing remarks 
have no particular reference 
to the life of Stuart S. Crip- 
pen, the subject of this sketch, 
except insofar as that his 
early life was not particular- 
ly remarkable, or possibly it 
may be classed as remarkable 
from the very fact that his 
genius was not recognized at 
an early age nor did he take 
all the prizes in his school nor 
carry off all the honors wher- 
ever he went. 

He was born in Westfield, 
Marquette County, Wiscon- 
sin, 20 odd years ago—em- 
phasis on the odd—but there is no record that they 
have raised any monument in his honor on the public 
square of Westfield nor does Stuart refer to the fact 
that he was born there with any particular pride. The 
exact date of his birth, by the way, is as mysterious 
to history as is the meaning of the middle initial of 
his name. 

Stuart says that if he knew more for his years, he 
might be willing to name the exact number and that if 
he were as young as many say he looks, he might also 
be willing to admit the year of his entry into this 
world. 

Taking his own word for it, he received quite a 
decent education, and his inclinations are naturally to- 
ward what is best and worth while, and those who 





know him well are willing to give him credit for giv- 
ing the best in him toward the general advancement 
of living conditions as well as conditions in the par- 
ticular trade with which he is associated. 

Mr. Crippen believes that it takes no more time for 
one to interest himself in the worth while things of 
this world and in the best people than it does to be in- 
terested in the other kind and that the compensation is 
far greater in the number and quality of friends he 
acquires by the work he does, as well as in his own 
recreation. 

It is therefore only natural that the two chief in- 
terests of Mr. Crippen are about equally divided be- 
tween his business and his family, and he takes just 

e about the same amount of 
pleasure and interest in his 
charming family as in_ his 
work as secretary and treas- 
urer of L. 2. Allen Company, 
Incorporated. Ile is immense- 
ly fond of both, and this any- 
one will discover as soon as 
he talks with him for a short 
period of time for as is well- 
known, if you are really in- 
terested in anything, it is 
bound to show itself in some 
way and Mr. Crippen gives 
plenty of evidence of the fact 
that he thinks very highly of 
the soldering business—the L. 
B. Allen Company, Incorpo- 
rated, being engaged in the 
manufacture of various kinds 
of solder and flux, in fact be- 
ing known as one of the old- 
est and largest manufacturers 
of fluxes in the world. 

As noted in the foregoing, 
the other part of his interest is chiefly concerned with 
his family which consists of his charming wife, four 
strong healthy boys and a handsome daughter. What- 
ever time he can spare from his business is devoted to 
his family, and in spite of his gray hairs, he is a real 
comrade to all of them and will go for a hike or enjoy 
a picture show with them taking just as much pleasure 
in it as they. 

As one wise man has said, a man’s worth is best esti- 
mated by the kind of family he helps his wife to raise, 
and without in any way detracting from Mr. Crip- 
pen’s ability as a business man, he is known by the 
multitude of friends he has among the North Shore 
suburbanites of Chicago as an excellent husband and 


father. 
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Messages of Cheer From Many Friends 
of AMERICAN ARTISAN 








From manufacturers, wholesalers, retailers, travel- 
ing salesmen, executives of trade organizations and 
others, AMERICAN ARTISAN is in receipt of many 
greetings and wishes of good cheer. [or all of these 
we are truly grateful and our wish is that the future 
may make it possible for us to be of still greater as- 
sistance in the work of improving conditions in the 
hardware, sheet metal, warm air heating and kindred 
fields. 


The following is a list of those from whom greet- 


ings were received up to the time of going to press: 
A. J. Bihler, Pittsburgh, president the National 


Hardware Association. 
Mr. William H. Matthai, 
Manufacturers’ 


past president American 
Hardware Association, Baltimore, 
Maryland. 

Parker Supply Company, New York City. 

A: R. Sale, Mason City. 

lowa Hardware Mutual Association. 

J. E. Stone, of Stanley Rule and Level Company, 
New Britain, Connecticut. 

Landon P. Smith, New York City. 

J. T. Skelly, of Hercules Powder Company, Wil- 
mington, Delaware. 

William F. Colbert, Rochester, New York. 

I’. L. Kretzinger, Evanston, [llinois. 

John R. McKnight, of Isaac A. Sheppard Com- 
pany, Philadelphia. 

Charles W. Nichols, of Stanley Rule and Level 
Company, New J[ritain, Connecticut. 

George T. Bailey, of Oliver Iron and Steel Com- 
pany, Pittsburgh. 

Reynolds Wire Company, Dixon, Illinois. 

S. R. Droescher, New York City. 

Roland Gerry, of Jones and Laughlin Steel Com- 
pany, Pittsburgh. 

‘rank Harrison, Atlanta, Georgia. 

A. Vere Martin, president of the Hardware Club of 
Chicago. 

R. J. Schwab and Sons Company,’ Milwaukee, Wis- 
consin. 

Colonei H. J. Lockwood, Chicago and New York. 

R. H. Bradley, of Kelsey Heating Company, Syra- 
cuse, New York. 

The United Hardware Company, Boston. 

The Haynes-Langenberg Manufacturing Company, 
St. Louis, Missouri. 

G. P. Blackiston, Canton, Ohio. 
Walter Wimmer, of the Wrought Iron Range Com- 
pany, St. Louis, Missouri. 
Samuel D. Latty, of 
Company, Cleveland, Ohio. 

John H. Hussie, Omaha, Nebraska. 

Buffalo Co-Operative Stove Company; Buffalo, New 
York. 

Chalmers M. King, Pittsburgh. 


Kirk-Latty Manufacturing 


T. M. Gallavin, Syracuse, New York. 

H. W. Symonds, St. Louis, Missouri. 

Charles S. Hubbard, Commissioner of Public Safety 
of Pittsburgh. 

Silver Gloss Gilfillan, of Belfont Iron Company, 
Ironton, Ohio. 

Irving S. Kemp, of Vaughan and Bushnell Com- 
pany, Chicago. 

H. A. Squibble, Chicago, of American Steel and 
Wire Company. 

William M. Webster, Commissioner of National As- 
sociation of Automobile Accessory Jobbers. 

George H. Harpeer, Baltimore, Maryland, National 
iEnameling and Stamping Company. 

O. M. Bales, secretary of the Allied Sheet Metal 
Contractors’ Association of Chicago. 

Frank G. Drew, of Winchester Repeating Arms 
Company, New Haven, Connecticut. 

F. EK. Muzzy, Springfield, Massachusetts. 

FE. J. du Pont de Nemours and Company, Wilming- 
ton, Delaware. 


WORDS OF WISDOM FROM WANAMAKER. 





In the course of our experience we have found it 
bad policy to put old stock on the upper shelves. At 
times, when we did do it, the store of course had the 
appearance of being well filled; but we have found it 
difficult to get our clerks to climb up the ladders to 
those upper shelves. Therefore, we keep our old or 
dubious stock well within reach. I have known stores 
that got so topheavy with the stuff away up there out 
of reach that they finally toppled over into the arms 
of the sheriff. 

Carrying insurance on worthless stock is more ex- 
pensive than taking a trip with one’s family. A man 
who keeps his eyes open on a trip will make it pay 
him some sort of dividend, but to insure wormy flour 
or rotten cloth is the first step toward bankruptcy. 

We have found that usually the best path out from 
under an overstock is the trail that leads to the office 
of the newspaper’s advertising manager. He can very 
often exchange some of his space for what we call re- 
sults; but sorrowful experience has taught us that the 
goods advertised should not be boomerangs, to come 
back and hit us on the head. 

Once we had some cloth the colors of which we 
guaranteed to be fast. About half of it came back to 
us with complaints. What became of the other half, 
or how much damage it did us, we can only guess. 
But the experience taught us not to guarantee stuff 
without knowing what we were talking about. It will 
hurt us far less to say, “we do not guarantee this,” 
than to lay claim to knowledge we do not have. 


o~ 


The low price store may get the trade but the one 
price store holds it. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








JASON B. SWARTZBAUGH WILL HAVE 
CHARGE OF PUBLICITY WORK FOR 
TOLEDO COOKER COMPANY. 


Jason B. Swartzbaugh who for many years has been 
identified with the Toledo Cooker Company, Toledo, 
Ohio, has taken charge of the Company’s advertising 
department. The principal products manufactured 
are Ideal fireless cookers, Ideal aluminum utensils, 
steamers and other cooking specialties. 





M. W. LAYTON BECOMES TREASURER OF 
BORDEN STOVE COMPANY. 


At the annual election of the Borden Stove Com- 
pany, Philadelphia, M. W. Layton, who has been as- 
sociated with the Company, for some time, was chosen 
treasurer, to succeed J. B. Smyth, who became second 
vice-president and general manager. The Board of 
Directors is composed of the following: 

F. M. Borden, president; J. B. Borden, first vice- 
president; J. B, Smyth, second vice-president; A. E. 
Koch, secretary, and M. W. Layton, treasurer. 

Will Specialize in Adelphia Brand. 

According to the following announcement sent out 
by the Company, they will have their entire line of 
stoves, ranges, warm air heaters, etc., made according 
to their own designs and patterns: 

To Our Friends and Patrons: 

For 37 years we have been distributing Stoves, 
Ranges, Warm Air Furnaces, Steam and Hot Water 
Boilers, adding improved lines from time to time. We 
have ever striven to keep in close touch with the 
trade’s demands, so that we could present the best 
possible merchandise at the right prices and service. 

Our motto is “A Correct Appliance for Every Pur- 
pose.” 

As a distinct step forward to a bigger and better 
business, not only for our Company, but for the in- 
terest of our patrons, we are pleased to advise that 
on and after this date we shall sell practically exclu- 
sively the Adelphia brand of Stoves and Ranges, 
Warm Air Furnaces, and Steam and Hot Water Boil- 
ers. 

To accomplish this and other improvements for 
your benefit, we will have all our lines built for us 
according to our own patterns and designs under the 
name Adelphia. We thus enter the field on the same 
basis as a manufacturer. 

The Adelphia Line is complete in every respect and 
consists of the highest quality product obtainable. Our 
prices are right, we are prepared to protect our deal- 
ers in exclusive agencies, to sell legitimate dealers only, 
and to have no installation or operation cut prices. We 
guarantee absolutely every piece of goods sold under 


the name Adelphia and will make prompt and careful 
delivery by continuing Borden Service which has been 
so much appreciated by our customers. 

You are welcome to our showrooms at anytime to 
inspect Adelphia Stoves, Ranges, Warm Air Furnaces, 
and Steam and Hot Water Boilers, as well as our 
other lines. 

A post card is enclosed for your convenience in ask- 
ing for new catalogue or to have our salesman call. 

Wishing you all the good things for 1916, 

Very truly yours, 
30ORDEN STOVE COMPANY. 


PATENTS DAMPER FOR STOVE AND WARM 
AIR HEATER FLUES. 








Alfred Nelson, Philadelphia, assignor to Abram 
Cox Stove Company, Philadelphia, has secured United 
States patent rights, 
under number 1,165,- 


—_—. 
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trunnions mounted in 
the lower portion of the frame and arranged to close 
the opening; a handle having a trunnion mounted in 
the bearing on the lower portion of the frame; an arm 
on the trunnion extending at the back of the pivoted 
section of the damper; a cam shaped projection at the 
back of the damper in the path of the arm. The front 
of the pivoted section of the damper being recessed, 
said handle having a projection adapted to the recess 
so that when the handle is in one position and the 
damper is closed the projection is in the recess and 
when the handle is moved the projection forces the 
pivoted section back toward the arm which controls 
the further movement of the pivoted section of the 


damper. 


ae 


OIL STOVES HAVING MANY FEATURES. 


Many important features are said to be embodied in 
the Clark Jewel oil stoves, one of which is herewith 
illustrated. This as having high 
speed burners that save oil, are short and close to the 
cooking top and far enough apart to permit the use 
steel frame strong and dur- 


stove is described 


of large cooking utensils; 
ably made, handsomely japanned and ornamented ; 
white porcelain enameled splashers that are lasting 
and sanitary; high shelf especially strong and con 
venient; large glass tank holding over a gallon, with 
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bail for carrying, and a raising device by which the 
chimney can be lifted one inch from burner and the 
gas lighted without tipping the chimney back. Ac- 
cording to the manufacturers, these and many other 
clever features make the Clark Jewel easy to sell and 
to increase the demand for them, they have prepared 





Clark Jewel Oil Stove. 

selling helps, such as colored slides for moving picture 
theaters, strong newspaper cuts, display cards and 
mailing folders, which will be furnished upon the ask- 
ing. Further information about the gasoline stoves 
and other products can be obtained from George M. 
Clark and Company, Division American Stove Com- 
pany, Chicago. 


PATENTS ORNAMENTAL DESIGN FOR AN OIL 
STOVE. 








red E. White, Gardner, Massachusetts, assignor to 
the Central Oil and Gas Stove Company, Gardner, 























Massachusetts, has been granted United States copy- 
right on the ornamental design for an oil stove which 
is shown in the accompanying illustration, under num- 
ber 48,338. The term of patent is fourteen years. The 
claim was filed August 7, 1915, under the serial num- 


ber of 44,335. 


NEW CATALOG OF THE MONARCH 
MALLEABLE RANGES. 





A new catalog of the Monarch malleable iron ranges 
has been issued by the Malleable Iron Range Com- 
pany, Beaver Dam, Wisconsin. The book is very 


handsomely prepared and gives detailed descriptions 
of the various types of ranges, supplemented by full 
page illustrations and suggestions for ordering. The 
Company states that no expense has been spared in 
making it a complete and convenient reference book 
for the assistance of dealers handling Monarch ranges 
and those desiring information concerning the line. 
Those wishing copies should write for Catalog Num- 
ber 12 to the Malleable Iron Range Company, Beaver 
Dam, Wisconsin. 
a 


PATENTS COOKING RANGE. 


John Edward Gloekler, Pittsburgh, Pennsylvania, 
has procured United States patent rights for a cook- 
ing range, under number 1,165,004 
described in the following: The 
combination in a cooking range, 
of a casing having an uptake 
at its upper end, means in the 
casing for supporting substance 
to be cooked, horizontal bodies of 
refractory material arranged in the 
casing and separated by an inter- 
vening space located in the vertical 
center of the range and having con- 
tinuous ribs at their sides adjacent 
to the supporting means; said ribs 
having abrupt outer sides, burners extending through 
opposite side walls of the casing and arranged to 
jet flames against said abrupt sides of the ribs, pipes 
leading from a source of gas supply to said burners, 
valves in said pipes, pilot light pipes leading from 
said pipes, at points between the source of gas supply 
and the valves, to points adjacent to the burners, 
whereby either body, alone, may be heated, and an 
oven arranged above and spaced from the said bodies 
and also spaced from the side walls and the top wall 
of the casing. 











>s3<o 


REGISTERS PATENT FOR HEATING STOVE. 


Under number 1,165,165, Samuel M. Ford, Des 
Moines, Iowa, has secured United States patent rights 
for a heating stove de- 
scribed herewith: The 
herein described 
liquid fuel burning 
stove comprising a 
pan shaped base, 
means to support the 
base in horizontal po- 
sition, burner means 
within and above the 
base, a vertical hollow 
heating drum support- 
ed in spaced relation above the base, a flat top support- 
ed above the drum and having an outwardly and 
downwardly projecting flange, a fuel tank above the 
base and outside of the drum, and guard means lo- 
cated between the drum and the tank and spaced from 
both of them, said guard means also bridging the 
space between the base and the drum adjacent the 
tank. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 52 to 57 inclusive. 








Henry Disston and Sons, Incorporated, Philadel- 
phia, have let contracts for the erection of three addi- 
tions to their file plant at Tacony, 50x366, 50x360 and 
13x22 feet, respectively. 

The Central Iron and Wire Works, Des Moines, 
Iowa, is remodeling a building at East Second and 
‘Walnut Streets and will remove from its present 
quarters. The new building is a two story structure. 

On and after January 1, 1916, the firm of Sand and 
Hulfish, hardware manufacturers’ representatives, 
3altimore, Maryland, will be known as Sand, Hulfish 
and Lassell, the following being members of the new 
firm: John Q. A. Sand, William W. Hulfish and 
Philip S. Lassell. 


a 





VAUGHAN & BUSHNELL TOOLS HAVE BEEN 
ADVANCED IN PRICE. 


Old former price lists have been withdrawn on all 
lines of tools manufactured by the Vaughan and Bush- 
nell Manufacturing Company, and new quotations 
show an advance at from ten to fifteen percent. These 
higher prices, it is stated, have been necessary because 
of the increased cost of raw material and greater pay 
for the expert mechanics who are employed in the 
manufacture by the Company. The report which had 
been circulated stating that no advance was made is 
not correct. 





JULIAN A. HURDLE OFFERS REPRESEN- 
TATION IN NEW YORK CITY AND FOR 
EXPORT TO HARDWARE 
MANUFACTURERS. 


Julian A. Hurdle, who for twenty years has repre- 
sented Charles Morrill, manufacturer of sawsets, 
bench stops, nail pullers and kindred lines, and who 
is also treasurer and one of the directors of this or- 
ganization, has been compelled on account of the ill 
health of Mrs. Hurdle to confine his activities to Great- 
er New York, and he has made arrangements by 
which he will be able to handle a number of other 
manufacturers’ lines in addition to the Morrill prod- 
ucts, among the hardware dealers and exporters of 
New York. His plan of action is evolved from an ex- 
perience of over twenty years in this particular field, 
and as Mr. Hurdle has a very valuable acquaintance 
among the trade of long standing he should be in posi- 
tion to render efficient service to hardware manufac- 
turers who have no representative in New York City, 
or who have not hitherto been engaged in export trade. 


PARKER SUPPLY COMPANY WINS SUIT ON 
PATENT RIGHTS FOR SCREW ANCHOR 
OF EXPANSION BOLTS. 


According to a decision handed down by Justice 
Hand of the United States District Court, the suit 
brought against the Parker Supply Company, New 
York City, for alleged infringement of patent rights 
for a screw anchor for expansion bolts, by the Dia- 
mond Expansion Bolt Company, has been dismissed, 
the Court holding that the Parker Screw Anchor did 
not infringe upon any of the claims of the plaintiff. 


—_ cee 


CHANDLER AND FARQUHAR COMPANY GIVE 
EMPLOYES 10 PERCENT BONUS OF 
ANNUAL SALARY. 


A pleasant surprise and a handsome Christmas 
present was given by the Chandler and Farquhar Com- 
pany, tool and supply dealers of Doston, of which 
“Alec” Chandler is secretary, to its eighty employes, 
in the form of a ten percent cash bonus to their an- 
nual salaries. 


coo 


id 


ORDERS FOR SPORTING FIREARMS 
PROMPTLY FILLED. 


The great war abroad and the talk of preparedness 
at home have brought about a big boom in firearm 
sales and many manufacturers are working their entire 
factories night and day to fill orders for domestic and 
export jobbing trade. In this class is the J. Stevens 
Arms and Tool Company, Chicopee [‘alls, Massachu- 
setts, who maintain, however, that in spite of the great 
demand of firearms for military purposes, they can 
fill all orders promptly for the Stevens sporting fire- 
arms and accessories, which include repeating shot- 
guns, double barrel guns, single barrel guns, repeat- 


‘ing 22-caliber rifles, repeating High Power rifles, sin- 


gle shot rifles, target pistols, telescopes, cleaning rods, 
gun cleaners, gun grease, etc. One of the Steven's 
Specials is a double barrel, 20-gauge shotgun, weigh- 
ing six pounds. It is furnished with 26, 28 or 30 inch 
barrels and has Hammerless Roller bearing action 
which is said to insure easy operation. [ull particu- 
lars of this and other firearms and supplies can be 
secured from the J. Stevens Arms and Tool Company, 
Chicopee Falls, Massachusetts. 
_ pen 

Did you ever read an ad or other offer of any mail 
order house to meet any and all competition’ Those 
houses set their price according to their own plans 
and they stick to them, regardless of what the other 
fellow «loes. 
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By WituiAM T. Gormtey of the Bullard 





Two Great Opportunities for 1916 
for Live Hardware Dealers 


and Gormley Company, Chicago, Illinois. 








As we shall have reached the beginning of 1916 by 
the time this article will be read by most of you it 
; might be well to consider 
for a little while some of 
the opportunities which 
the new year may present 
to us, in order that we may 
grasp them and make the 
greatest possible use of 
them. 

The year of 1910 will 
see a far greater number 





of automobiles in daily use 
than has been the case ever 
before, and this, I believe, means one of the greatest 
opportunities for the retail hardware dealer to increase 
his sales and profits. For with the multitude of ‘‘ma- 
chines” in use will also come a steady demand for all 


William T. Gormley. 


sorts of automobile accessories, supplies, repairs, etc., 
and the logical place in which to look for them is the 
hardware store. 

In fact, a great many hardware dealers have al- 
ready put in well assorted stocks of automobile ac- 
cessories and are making a pronounced success of the 
line. It is an “‘all-year-round” line now, and.not con- 
fined to a short season as it was some few years ago 
when most automobiles were “put up” during the 
winter. 

With the organization of responsible bodies repre- 
senting the manufacturers as well as the wholesalers 
in the automobile accessory field, many of the unde- 
sirable features that formerly attended the buying and 
stocking of the line are now done away with, and the 
retail hardware dealer can today put in a stock of 
automobile accessories with a fair chance of making 
a success with it, provided that he uses good, common 
sense in making his selection of the stock, both as to 
items and as to size of the stock, and of course also 
provided that he makes a real effort to bring the line 
to the attention of automobile owners in the proper 
manner. 

Then there is the field of electrically operated house- 
hold devices—and lest it be passed by as one of only 
small importance, let me emphasize this point: During 
1915 something like one hundred and fifty million dol- 
lars’ worth of electrical household devices were sold 
by hardware dealers and housefurnishing stores. 

[ firmly believe that we have just started on an era 
of great progress in the use and application of elec- 
tricity in the daily tasks in and about the house, and 
the sooner the hardware dealer prepares himself to 
help crystallize the sentiment toward electrically op- 
erated appliances in his locality the greater will be his 
profit, for let this be remembered, that the big profits 
only last while a line is in the transitional state— 


from a luxury to a staple. 


And then there is this point to be kept in mind— 
that to be first in featuring a new idea or line of mer- 
chandise always carries with it a certain prestige 
which in itself is conducive to bringing new customers 
to the store. 

The term “Electric Household Devices” is so broad 
and so comprehensive, that it takes in practically 
everything you can think of—from the electric range 
to the little toasting appliance that mylady uses at 
the breakfast table, while she is making her coffee 
in an electric percolator and perhaps deftly scrambling 
an egg or two for her lord and master on an electric 
frying pan. In short, there are all sorts of electric 
appliances for cooking purposes, and besides that, we 
have all the various kinds of apparatus for use in 
keeping the house neat and clean, such as electric 
vacuum cleaners, electric washing machines, electric 
sad irons, ete. 

In all of these the chief point is of course that there 
must be electric current at a fair rate, and the time 
has gone by, for that matter when electric light and 
power companies considered it good policy to charge 
“all the traffic would bear” for their current. They 
know that only by asking a fair compensation can 
they hope to induce private families to increase their 
use of electric power, and substitute electricity for 
hand power or that generated by coal, as for instance 
in a coal range. 

Nor should sight be lost of the great variety of 
small electrical devices which are operated by storage 
batteries, for these form an important field and their 
sales as well as the batteries for same will yield hand- 
some profits even at the high prices that have been 
caused by the European war owing to the difficulty in 
securing some of the ingredients that go into these 
batteries. 

So here we have two great opportunities for in- 
creasing our sales and profits during 1916: Automo- 
bile Accessories and Electrically Operated Household 
Devices. 

Let us make the most of them and in a year from 
now we shall be able to show a material increase in 
our bank account. 

In conclusion | extend to the many friends I have 
made through these weekly articles in AMERICAN 
ARTISAN my best wishes for a Happy and Prosperous 
New Year. 


of 


Chicago, December 27, I9I15. 





A show window is not only for the purpose of let- 
ting light in, but also for the purpose of letting ad- 
vertising out. 
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Most Essential Features in Effective 
Hardware Window Displays 








On page 29 of the December 25th issue of 
AMERICAN ARTISAN the announcement was made of 
the judges’ decision in the Window Display Compe- 
tition, conducted by AMERICAN ArTISAN, which re- 
cently came to a close. 

This competition was by every standard the most 
successful ever conducted by AMERICAN ARTISAN. 
Not only was the number of photographs submitted 
larger than ever, but the average character of the 
window displays was considerably higher, and for this 
the judges have given due credit to the efforts made 
by this publication. It is also interesting to know that 
photographs were received from almost every state 
in the Union and from Canada, and that many small 
cities and towns were represented, which indicates the 
wide circulation of AMERICAN ARTISAN as well as the 
general interest taken by retail hardware dealers in 
all sections of the country. 

Another interesting feature is the great variety of 
subjects treated. There were window displays of 
practically everything that by any stretch of imagina- 
tion can be included in the stock of a progressive hard- 
ware store: from high priced electric cooking utensils 
and silver ware to such staple items as butts and 
hinges, ranging through automobile supplies, cut glass, 
chinaware, table and pocket cutlery, tools of every 
description, appliances for use in the home, the work- 
shop, in the garden—in short, the broadest represen- 
tation of Hardware in its broadest sense. 

It is, of course, impossible to estimate in dollars 
and cents the value of the many window display com- 
petitions conducted by AMERICAN ARTISAN to those 
who have participated in them. [ut it is safé to say 
that not a single competitor has regretted that he took 
part in any of them, because by this very action he 
made himself pay more attention than ever to pro- 
ducing good winuuw displays of such merchandise 
as is usually sold in hardware stores, and one of the 
results that has come to every competitor—be he a 
prize winner or not—is that his window displays have 
been productive of greater sales, which is of course the 





all-important feature. 


LETTERS FROM PRIZE WINNERS. 








The following letters have been received from the 
prize winners: 

From Winner of First Prize. 
To AMERICAN ARTISAN: 

It 1s with great pleasure that I herewith acknowl- 
edge receipt of the $50.00 check as first prize in your 
recent Window Display Contest, and I wish to express 
my heartiest thanks for same, also extending my sin- 
cere appreciation to the Judges for choosing me as a 
winner in this great competition. 

H. W. GoeELter. 

913 State Street, Erie, Pennsylvania, December 20, 


Letter from Winner of Second Prize. 
To AMERICAN ARTISAN: 

Please accept my thanks for your check for $25.00, 
awarded to me as second prize in the recent AMERICAN 
ARTISAN Window Display Competition. Its coming 
was a most pleasant surprise and greatly appreciated. 

Again thanking you and trusting you will keep on 
with the good work, | am, 

Yours Respectfully, 
JAMes FE. FerGuson. 

Willimantic, Connecticut, December 22, 1915. 

Letter From Winner of Third Prize. 
To AMERICAN ARTISAN: 

Your letter with check enclosed to hand for which 
[ ask you to accept my very best thanks. 

The honor of being awarded third prize by the 
judges is very much appreciated, especially so when 
the entries were more numerous than in previous 
years. 

Hoping you will accept these few words in acknowl- 
edgment of the honor conferred upon me in your con- 
test, which I am sure is gaining prestige every year, 
Yours very truly, 

CHARLES ByForD. 


| am, 


223 Liverpool Street, Guelph, Ontario, December 
20, IQI5. 
~-oeo - 


ESSENTIAL FEATURES OF GOOD WINDOW 
DISPLAYS OF HARDWARE. 


Immediately after the winners in the -\MERICAN 
ArtisAn Window Display Competition had been se- 
lected, a letter was sent to the recipient of the first 
prize, requesting him to prepare an article for publica- 
tion in AMERICAN ARTISAN, dealing with what he con- 
sidered the essential features and the chief requisites 
of an attractive and effective window display of hard- 
ware or kindred articles. 

Accordingly, Mr. H. W. 
Hardware House, Erie, Pennsylvania, the winner of 


Goeller, with the Palace 


the first prize, has prepared the article which is re- 
produced herewith: 


Points In Decorating Show Windows. 


Most Essential 

In my experience in this line of work which has ex- 
tended over a period of fourteen years, the essential 
point to consider is drawing power on the public: 
Suitable background for the line you intend display- 
ing and the arranging of the goods. Above all things, 
do not overcrowd the window. ‘This is where the most 
mistakes are made. Usually the trimmer tries to see 
how much he can crowd into his display, instead of 
simply using one sample of each article to be dis 
played. One or two saws in a tool window will be 
just as effective as though you were to use a dozen, 
except in the case where you are having a special sale, 


then I should say use the dozen. 
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Another mistake is the “mixed line” window dis- 
play. I have seen hardware windows where there 
were at least ten different lines of merchandise shown 
in the same window, and so arranged that the passing 
public’s first idea is a second hand store. This method 
of displaying merchandise is practical in some locali- 
ties where the trade is such that demands this style, 
but the merchant who is located on the main thor- 
oughfare will need more up-to-the-minute ideas. 

Your window should be changed once or twice each 
week, and in each case you should use only one line of 
merchandise; that is, if you intend to display silver- 
ware, do not make the mistake of adding sporting 
goods or tools; they are just as much out of place in 
such a window display as a red collar would be on a 
man’s white shirt. | make it a rule never to over- 
crowd my windows, except on rare occasions, such as 
Christmas time; then the public will overlook the mis- 
take, as they are really expecting to see nearly every- 
thing carried in the store 

| change my backgrounds at least every six weeks. 





H. W. Goeller, 
Winner of First Prize, AMERICAN ARTISAN Window Display 
Competition. 


The ones | find most practical and inexpensive are 
made of wall paper. Go to your wall paper dealer, 
tell him to show you his panel effects. You will be 
surprised when you see the beautiful designs he can 
produce for you, and that will be appropriate for any 
line of merchandise and at a very small cost. I do not 
use my stationary background, that is, the one built in 
the window, but prefer to make one myself. The most 
effective one is made as follows: 

Get three columns, square or round, 6% feet high, 
and two 5x5 panels made of wall board. Have your 
wall paper design put on these panels, then set up 
your three columns and insert one of these wall paper 
panels between each one. You will find this will be 
a very effective background, and when you are tired 
of the design, simply have it papered in some other 
style and paint columns to harmonize. 

The prize window display here shown is what I 


consider a masterpiece in hardware window work. 
You will note how few articles I have used in this 
display, and the arrangements, using great care to 
have each and every item exactly in its place. I could 
have used twice the amount of goods, but would have 
lost the effect and selling power had I done this. 

The background in this display was made of wall 
board, papered in panels with imitation marble paper, 
using lattice strips, bronzed in gold to set off the 
panels, and using velveteen as draperies on pedestals, 
with white cheese cloth for the floor covering. 

H. W. GoeELter. 
Erie, Pennsylvania, December 20, 1915. 





$125.00 TO BE AWARDED IN CASH PRIZES IN 
BUFFALO SLED COMPANY WINDOW 
DISPLAY COMPETITION. 


The Window, Display Competition, in which the 
Buffalo Sled Company, North Tonawanda, New York, 
offers $125.00 in ten cash prizes for the best window 
displays of its products will close on January 15, 1916. 
Hence, every retailer hardware dealer handling the 
Auto-Wheel coasters, sleds, snow shovels and other 
products of the Buffalo Sled Company, should include 
them in one of his window displays immediately and 
enter the photographs and descriptions in the contest. 
The dealer or his clerk can enter any number of dis- 
plays and to the ten judged most excellent will be 
awarded the following prizes: First prize— 
$50.00; second prize—$25.00; third prize—$15.00; 
fourth prize—$10.00; fifth, sixth, seventh and eighth 
$5.00 each; ninth and tenth prizes—$2.50 


cash 





prizes 
each. 

Photographs and descriptions should be sent to Mr. 
Daniel Stern, of AMERICAN ARTISAN AND HARDWARE 
ReEcorD, 910 South Michigan Boulevard, Chicago. To 
eliminate any possibility of favoritism being shown, 
they should be marked with a fictitious name or sign, 
this also to be placed on a sealed envelope containing 
the real name of the contestant and mailed to the same 
address. The photograpiis will not be shown to any 
employe of the Buffalo Sled Company until after the 
prizes have been awarded, and the winners will be 
picked by a committee of three, one an expert window 
dresser, one an experienced hardware man, and the 
other a well known trade journalist. 





NEW ENGLAND HARDWARE DEALERS TO 
ATTEND CHAMBER OF COMMERCE 
CONVENTION AT WASHINGTON. 


President Henry M. Sanders of the New England 
Hardware Dealers’ Association has appointed the fol- 
lowing delegates to attend the fourth annual meeting 
of the Chamber of Commerce of the United States 
at Washington, D. C., on February 8th: Frank E. 
Stacy, Springfield; Archie J. Osborne, Holyoke; F. 
A. Chandler, Boston; Henry M. Sanders, Boston, and 
George A. Fiel, Waltham. This convention of busi- 
ness men will assemble to deliberate over the condi- 
tions of trade and the world happenings that mate- 
rially affect it, and the sessions cannot fail to interest 
and concern every American business man. 
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WINDOW DISPLAY WHICH WON 
FIRST PRIZE 








issue of 


As announced in the December 25th 
AMERICAN ARTISAN, the first prize in the Hardware 
Window Display Competition, which ended Decem- 
ber 15th, was awarded to H. W. Goeller of the Palace 
The window 


Hardware House, Erie, Pennsylvania. 














board with panels of imitation marble paper, using lat- 
tice strips bronzed in gold to set off the panels. While 
comparatively inexpensive, the background presented 
a very artistic and beautiful appearance. The floor 
was covered with white cheese cloth and the pedestals 








Window DCisplay of Percolators and Chafing Dishes Winning First Prize In AMERICAN ARTISAN Window Display 


Competition. 


display which secured for him this high distinction is 
shown in the accompanying illustration. 

In preparing this window display of electric and 
alcohol percolators and chafing dishes, Mr. Goeller 
bore in mind the fact that the greatest majority of 
mistakes in window decorating are due to overcrowd- 
ing—so instead of crowding as much as possible into 
the window, he simply used one sample of each article 
or device to be displayed. In following this plan, he 
succeeded admirably in emphasizing the onlookers’ at- 
tention upon the various articles displayed, by clever 
use of pedestals, shelf arrangements, show cards, etc. 

The background of the window was made of wall 


Arranged by H. W. Goeller for the Palace Hardware House, Erie, Pennsylvania. 


on which were displayed the wares, were draped with 
gray velvet. 

On the pedestals and on the floor were attractively 
arranged the percolators and chafing dishes, most of 
which were of the electrically operated type, together 
with several neat announcement cards and a large vase 
of artificial American Beauty roses. The effectiveness 
of the window display was due in a great measure to 
the added incentive for purchasing, provided by plac- 
ing a small price ticket near each device. Thus was 
the interest in the handsome display crystallized into 
action and the result, no doubt, was a marked increase 
in the sales of these utensils. 





32 


LOCAL CLUBS OF HARDWARE DEALERS HELP 
MATERIALLY TO MAKE CONDITIONS 
BETTER. 


At the recent Annual Convention of the Oklahoma 
Hardware and Implement Dealers’ Association, A. W. 
Kavanaugh spoke on “Value of Local Clubs” as fol- 
lows: 

“Many dealers do not realize of what benefit mem- 
bership in this Association would be to them. In 
unity there is strength and if they expect ever to see 
their business placed on a solid foundation they will 
have to get into the band wagon with the rest of us. 

“How are you going to apply reforms if your com- 
petitor does not wish to do so? The chief evil of the 
business must be pulled out by the roots by the deal- 
ers themselves. 

“If you are a dealer that has not been making any 
money, why is it? It is because your competitor 
across the street will not let you. The biggest question 
with you is, ‘What price will my competitor get?’ 

“The hardware and implement dealer is his own 
worst enemy and is himself responsible for many of 
the ills with which his business is afflicted. A remedy 
has been found and if it is administered according to 
directions it will produce results. It is a good, live 
local club, organized and conducted with the spirit of 
co-operation. It is the means by which all the various 
reforms you have advocated and discussed can be put 
iato practice. 

“We must pass on the good ideas gained at a con- 
vention to those who do not attend. 
idea of wanting to put your fellow-dealer out of busi- 
ness has gone. 

“The old idea was to fight the price-cutting com- 
The new idea is to educate him. 

To Spread Education. 

“While you are educating him you are educating 
yourself. You are educating the dealer in the next 
town. The education spreads. Eventually the imple- 
ment business will be raised out of the ruts of ‘price- 
cutting’ and ‘don’t know what it costs to do busi- 
ness’ and will be sent speeding along the well-paved 
highway of ‘the implement dealer is entitled to be 
paid in profits for his services to the community,’ and 
‘to the retail deaier belongs the retail trade.’ 

“To organize a local club means work. Someone 
must take upon himself the task of starting it and 
must persevere in his task until it is accomplished. 
Organize if you don’t have more than 2 percent at the 
first meeting. At first your competitors may be a 
little suspicious and afraid you are trying to ‘put one 
But you will win their confidence 


petitor. 


over’ on them. 


after a while.” 





MARKET FOR NAILS IN CHINA. 


In the report of George C. Hanson, United States 
Consul at Swatow, China, imports of wire nails into 
Swatow have fallen off on account of the war. The 
import figures for the last six years follow: 1910, 317 
tons; I9II, 397 tons; 1912, 406 tons; 1913, 584 tons; 
1914, 488 tons; 1915 (9g months), 227 tons. The fact 
that wire nails are coming into Swatow in quantities 


The old time. 
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not sufficient to supply the normal demand, warrants 
the assumption that there is an opportunity in this 
market for American manufactures of this article. 
Samples of nails used in Swatow may.be seen at the 
Bureau of Foreign and Domestic Commerce or its 
branch offices, which will also supply the names of 
importers who would be interested in hearing from 
American manufacturers. Refer to file 69076. 
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ADJUSTABLE ATTACHING BRACKET FOR 
CORBIN-BROWN SPEEDOMETER. 


An adjustable attaching bracket, shown in the rear 
part of the accompanying illustration, is one of the 
pai new features 
adopted on the 
Corbin- Brown 
Speedometer. Al- 
though it is firm 
and rigid, this 
bracket can be 
easily adjusted to 
any of four posi- 
tions on either the 
right or left hand 
side of the dash, 
by merely remov- 
ing two set screws. 
Thus, it is said, the 
driver of the automobile or motorcycle is enabled to 





for 


Adjustable Attaching Bracket 
Corbin-Brown Speedometer. 


obtain exactly the proper angle most suited to his 
range of vision. According to the manufacturers, the 
many drivers who have been inconvenienced by the 
old, permanent adjustment, will realize what a great 
improvement this is; this feature is but one of the re- 
sults of the unceasing tests and experiments at the 
Corbin plant to produce a speedometer as perfect as 
engineering experience and mechanical genius can ac- 
complish. Details of the various Corbin-Brown Speed- 
ometers and other products can be secured from the 
Corbin Screw Corporation, New Britain, Connecticut. 


= 


TOOL THAT COMBINES BEVEL AND SQUARE. 





The Rollis combined level and square, here illus- 
trated, is described as a new tool having all the ad- 
vantages of a figure 4 
mitre and square with 
the added feature of a 
bevel. The illustration 
shows how it is grad- 
uated on one side, and 
since the base is mov- 
able, the bevel can be 
set at any angle from 
15 to 75 degrees on 
the angular scale. On 
the reverse side is a 
linear scale, and all 
parts are nickel plated 
and finely polished. 
Because of its adapta- 
Rollls Combined Level and Square. bility, this tool should 





find extensive use among carpenters, machinists and 
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other mechanics. They are packed six in a box and 
their reasonable price would warrant further investi- 
gation. Dealers desiring other details and price list 
should address the M. W. Robinson Company, Bush 
Terminal, Brooklyn, New York. 
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USEFUL WRENCH FOR AUTOMOBILES, 
MOTOR BOATS, GASOLINE 
ENGINES, ETC. 





In the illustration herewith is shown a new model 
motor wrench, said to be a very handy tool for work 





Bemis and Call New Model Motor Wrench. 


on automobiles, motor boats, motorcycles, gasoline en- 
gines, and for use in all places where a thin, strong, ad- 
justable wrench is required. This model, Number 80, 
has been placed on the market by the Bemis and Call 
Hardware and Tool Company, Springfield, Massachu- 
setts, who describe it as having the head set at an an- 
gle of 22 degrees with the handle, and jaws that are 
made thin enough for check nuts and close, contracted 
spaces, and are suitable for hexagonal as well as 
square nuts. This special design is said to insure rigid 
strength where the usual types of offset head wrenches 
are weak and liable to break. The Company also states 
that the wrench is made of the best materials, highly 
polished and carefully tempered, and will send further 
information to those addressing the Bemis and Call 
Hardware and Tool Company, Springfield, Massachu- 
setts. 





REGISTERS TRADEMARK ON HARDWARE. 


The Monroe Hardware Company, Monroe, Louisi- 
ana, has secured copyright on the trademark shown 





herewith, under number 89,804. The particular de- 
scription of the goods is: edge tools, such as axes, 
hatchets, hammers, files; ax handles, hammer handles, 
sledge hammers, hatchet handles, pick handles, maul 
handles, planes, auger bits, wood chisels, cold chisels, 
saws, saw handles, cane mills, pocket knives, scissors, 
butcher knives, plow stocks, drawing knives, stave 
wedges (a small wedged shape iron tool used in split- 
ting rails), sledges, bit braces, shovels, spades, broad- 
axes. The Company claims use since January I, 1904, 
and the claim was filed October 11, 1915. 


MARLIN ARMS CORPORATION HEADED BY 
PROMINENT MEN. 





As previously announced in AMERICAN ARTISAN, 
the Marlin Firearms Company, New Haven, Connec- 
ticut, which was organized in 1870 by John M. Marlin, 
which was recently incorporated in New York with a 


capital of $3,800,000. The members of the Marlin 
family are no longer connected with the organization, 
the new executive officers and managers being: 

President and General Manager—A. F. Rockwell, 
who is also president of the: Bristol Brass Company 
has been purchased by the Marlin Arms Corporation, 
and formerly connected with the New Departure 
Manufacturing Company. 

Assistant General Manager—John E. 
charge of executive work. 

Works Manager—Elmer E. Neal, formerly super- 
intendent of the Smith and Wesson factory at Spring- 
field, Massachusetts, and recently with the Reming- 
ton Arms Company at Bridgeport, Connecticut. 





Owsley, in 


According to a statement issued by the new Com- 
pany. there is no intention whatever of discontinuing 
or reducing the regular Marlin line of repeating rifles 
and shotguns—the full line will be maintained, and 
the guns will be improved wherever possible—and new 
guns brought out from time to time, as occasion re- 
quires. The Marlin Arms Corporation assures all 
dealers that there will be no delay in filling trade 
requirements, now or hereafter. While other large 
firearms factories have given most of their attention 
to war orders, the Marlin I*irearms Company has not 
previously taken on any war contracts, and according- 
ly has maintained a large stock of all regular sport- 
ing sizes, and is in a position to make quick deliveries 
on all regular goods. 

SS es 


SECURES PATENT FOR MECHANICAL 
MOVEMENT. 


The United States Patent Office has granted patent 
rights to Samuel T. White, Davenport, lowa, for a me 


movement, under 
all 
"1,165,050 of 4.¥ 


1@ 
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chanical 
number 1,165,050, and de- 





scribed herewith: In a me- 





chanical movement, a mo- 





tor, speed reducing gearing 





driven by said motor and 
including shafts and gears 





mounted on said shafts, a 
shaft in 





sleeve, a driven 
said sleeve, a miter gear on 
said driven shaft adapted 
meshing 


to be moved in 


position relatively to the 


gears of reducing gearing 





when the sleeve is oscil- 
lated, and means for oscillating said sleeve, said sleeve 
having a bifurcated lower end that straddles one of 


the shafts of the reducing gearing. 
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NEW CATALOG OF HOUSEHOLD, DAIRY AND 
OTHER UTENSILS. 


The latest issue of the catalog of household, dairy 
and other utensils is being distributed by the Atlantic 
Stamping Company, Rochester, New York. In it are 
illustrated, described and priced pails and containers 
for practically every purpose, such as dinner pails, 
cream pails, milk kettles, dairy and water pails, drip 


pans. sprinkling pots, garbage and rubbage cans, auto- 
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fillers, bushel baskets, kerosene and gasoline cans, fire 
buckets, dry measures, well buckets, commodes, horse 
pails, cement pails, coffee pots, dish pans, wash boilers, 
cups, dippers, pie plates, etc. As in previous issues 
of this catalog, special attention is directed to certain 
articles described on a colored insert, which are of- 
fered at popular prices to serve as business stimula- 
tors. The catalog also contains descriptions and illus- 
trations of other household utensils, including bread 
raisers, spoons, cake turners, milk pans, funnels, royal 
blue enamelware, lanterns, etc. Those desiring copies 
should address the Atlantic Stamping Company, Roch- 
ester, New York. 
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A DISTINCTION WITHOUT A DIFFERENCE 





Whether a shovel is an agricultural implement, is 
the momentous question that a federal commission 
will be called upon to decide at a hearing in Omaha 
this month. In years gone by the shovel, along with 
the spade, had official status in the Government postal 
lists as an agricultural implement. 

Recently, however, a decision was made at Wash- 
ington that while the spade might rightfully be re- 
tained in the class of implements, the shovel must 
forever be banished from any such classification. Ac- 
cordingly, such an edict was entered into the federal 
regulations and shovels were barred from importa- 
tion as agricultural implements. 

The Wright & Wilhelmy Co., hardware jobbers, 
took exceptions to the finely drawn distinction made 
by the Department and entered an emphatic protest 
to the ruling. So a board of commissioners will jour- 
ney out here this month to weigh the evidence and de- 
cide just what the shovel really is—an implement or 
merely a tool that is more commonly found in the 
hands of railroad laborers than in use by the farmer. 

From a lay standpoint it appears that the action of 
the Government borders on the ridiculous. What- 
ever distinction might be made between a spade and 
a shovel is hardly of such a vital nature as to require 
the services of a special commission to determine. As 
a matter of fact, both tools are utilized extensively by 
farmers and should certainly therefore come under 
the general classification of agricultural implements. 





SECURES PATENT FOR HAND TOOL. 





William. A. Bernard, New Haven, Connecticut, as- 
signor to The William Schollhorn Company, New 
Haven, Connecticut, 
has secured United 
States patent rights, 
under number 1,164,- 
981, for a hand tool de- 
scribed herewith: In a 
hand tool, the combina- 






1.164,981. 


tion of a pair of levers pivoted together intermediate 
of their ends, jaws actuated by said levers, operating 
levers constructed of sheet metal and having forked 
forward portions, one of said forked portions strad- 
dling the other, a pivot member passing through said 
forked forward portions of said operating levers at 
the forward extremities of said levers and pivoting 


them together, the rear extremities of said first named 
levers lying in the same plane and being extended into 
the respective forked portions of said operating levers 
at the rear of said pivot member and in close proxim- 
ity thereto, and means for pivoting the rear extremi- 
ties of said first levers in the forked portions of said 
operating levers; substantially as described. 





ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 





In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 
dresses of the respective secretaries: 


Western Retail Implement, Vehicle and Hardware As- 
sociation, January 11 to 13, 1916, at Kansas City, Missouri. 
H. J. Hodge, Abilene, Kansas, secretary. 

Pacific Northwest Hardware and Implement As- 
sociation, January 19 to 21, 1916, at Spokane, Washington. 
E. E. Lucas, Hutton Building, Spokane, secretary. 

Oregon Retail Hardware and Implement Dealers’ As- 
sociation, January 25 to 28, 1916, at Portland. H. J. Alt- 
now, Milwaukee, secretary. 

Indiana Retail Hardware Association, January 25 to 
28, 1916, at Indianapolis. M. L. Corey, Argos, secretary. 

West Virginia Retail Hardware Association, January 
25 to 27, 1916, at Clarksburg. J. H. Morgan, Morgantown, 
secretary. 

Texas Retail Hardware Association, January 25 to 27, 
1916, at Houston. Henry Marti, Dallas, secretary. 

South Dakota Retail Hardware Association, February 
1 to 4, 1916, at Sioux Falls. E. C. Warren, Mitchell, sec- 
tary. 

Wisconsin Retail Hardware Association, February 2 
to 4, 1916, at Milwaukee. P. J. Jacobs, Stevens Point, 
secretary. 

Illinois Retail Hardware Association, February 8 to 
11, 1916, at Chicago. Leon D. Nish, Elgin, secretary. 

Pennsylvania and Atlantic Seaboard Retail Hardware 
Association, February 8, 9, 10 and 11, 1916, at Pittsburgh. 
W. P. Lewis, Huntingdon, Pennsylvania, secretary. 

Nebraska Retail Hardware Association, February 8 to 
11, 1916, at Lincoln. Nathan Roberts, Lincoln, secretary. 

Kentucky Retail Hardware Association, February 15 
to 17, 1916, at Louisville. J. M. Stone, Sturgis, secretary. 

Missouri Ketaii Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
Broadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 
to 18, 1916, at Grand Rapids. Arthur J. Scott, Marine 
City, secretary. 

New York Retail Hardware Association, February 15 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secre- 
tary. 

North Dakota Retail Hardware Association, February 
16, 17, 18, 1916, at Grand Forks. C. N. Barnes, Grand 
Forks, secretary. 

Arkansas Retail Hardware Association, February 22 
to 24, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O. Roberts, Minneapolis, sec- 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, 
at Cleveland. James B. Carson, Dayton, secretary. 

Iowa Retail Hardware Association, February 29 to 
March 3, 1916, at Des Moines. A. R. Sale, Mason City, 
secretary. 

New England Hardware Dealers’ Association, June 12 
to 15, 1916, at Boston. George A. Fiel, Boston, secretary. 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 





This is a good time to bid for home trade. Best 
results can be obtained by joining with your fellow 
merchants of your town and putting on a co-operative 
campaign for the farmers’ patronage. Remember, the 
mail order houses are working overtime now. 
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SOME BUSINESS PROBLEMS OF TODAY. 


Edward N. Hurley, who for many years was a 
prominent manufacturer of hardware specialties and 
since the organization of the Federal Trade Commis- 
sion has been its vice-chairman, delivered a very in- 
structive and interesting address before the annual 
meeting of the Association of National Advertisers 
recently held in New York City, in which he 
explained some of the many ways in which the Com- 
mission expects to be of material help to the business 
men of this country, and also pointed out some of 
the work which has already been started, the effect of 
which is bound to be of great benefit to the smaller 
manufacturers. 

The title of Mr. Hurley’s address was “Some 
Business Problems of Today,” and he spoke as fol- 
lows: 


It is a source of gratification for me to be with you here 
tonight, primarily because you are a group of business men 
who have been doing things, individually and collectively. 





Edward N. Hurley, Vice-chairman Federal Trade Commission. 


There is a bond of fraternity among business men. You may 
not always be able to put your finger on it exactly, but it is 
there. It comes from having dealt with problems common to 
all business, and from a knowledge that every business man 
has had to go through the same ordeal. Every man who has 
had to meet a payroll has served his initiate in the fraternity 
and is in possession of its grand hailing sign. 

Your organization has to deal with one of the largest 
factors in modern business life, advertising, a ‘factor that is 
indispensable to success and that is developing into a veritable 
art, if not a science. Not all of us understand it thoroughly so 
far, nor have we all got to the point where its full indirect as 
well as direct benefits are manifest to us. For example, I do 
not think that all of us fully appreciate just how much the 
advertising man can do for us. 

It is a curious anomaly that it is more difficult to sell any- 
thing to a man engaged strictly in the selling game than to 
any other class of business men. “That fellow thinks he can 
teach me something about my business” is the resentful re- 
mark one is apt to make when the advertising man sends in 
his card. But that is the wrong attitude to take. It may be 
that the advertising man has something he can teach, some- 
thing gathered out of his broad outlook on the entire business 
world. It is a safe rule always to see him anyhow, and give 
him a hearing, for many a germ of a great idea has been 
sown in just such conversations as these. In addition to this, 
business courtesy is served by seeing him. Right here let me 


interject the remark that courtesy is the cheapest thing a busi- 
ness man has to distribute and gets him more for the invest- 
ment than anything else. , 


Honesty in advertising is also an asset. I am particularly 
pleased to see advertising men taking so decided a stand 
against dishonest advertising methods. It is one of the most 
hopeful signs of the times, also an indication that the com- 
pet’tion of the future is to be conducted upon a higher plane. 


It is probably true that the American business men lead 
the world in the matter of extending sales through advertis- 
ing. If you gentlemen did not have a sound knowledge of it 
you would not be spending on advertising fifty million dollars 
a year, as I understand the members of your organization are 
doing. The problem of how, when and where to advertise 
has been pretty well solved. But there are other business 
problems to be solved. 

The work of the advertising man is tied up closely with 
that of industry in general. Prosperous factories and busy 
stores mean advertising; the problems that affect merchants 
and manufacturers relate directly to prosperity in the field of 
advertising. Naturally you are interested in the conditions 
that make business prosperous, and the relation of govern- 
ment to business. 

Relation of Government to Business. 


Government and business are and should be mutually 
helpful. Through a period of years the government has been 
gradually extending its machinery of helpfulness to different 
classes and groups upon whose prosperity depends in a large 
degree the prosperity of the country. To adjust, adjudicate 
and determine the questions that arise between shippers and 
carriers the Interstate Commerce Commission has come into 
being. The railroads and the shippers alike can secure 
prompt and definite rulings as to what they can and cannot do. 
The fruit growers of the country, the farmers, the farmers’ 
co-operative elevator associations, the dairy producers’ asso- 
ciations, all of which are cooperating and working to benefit 
their conditions, receive aid, advice and rulings on important 
questions from the Department of Agriculture. Now the 
bankers, through the Federal Reserve Board, can receive au- 
thoritative decisions as-to their powers and duties, all of 
which is of general benefit to the whole country. 

To do for general business that which these other agencies 
do for the groups to which I have referred was the thought 
behind the creation of the Federal Trade Commission. To 
make that thought clear I will quote from the President’s 
statement on the subject. 

“The business of the country awaits also, and has 
long awaited and has suffered because it could not obtain, 
further and more explicit legislative definition of the pol- 
icy and meaning of the existing anti-trust law. Nothing 
hampers like uncertainty, and the business men of the 
country desire something more than that the menace of 
legal process in these matters be made explicit and intel- 
ligible. They desire the advice, definition, guidance and 
information which can be supplied by an administrative 
body, an interstate trade commission. The opinion of the 
country would instantly approve of such a commission. 
It demands stch a commission only as an indispensable 
instrument of information and publicity, as a clearing 
house for the facts by which both the public mind and the 
managers of great business undertakings should be guided, 
and as an instrumentality for doing justice to business 
where the processes of the courts, or the natural forces 
of correction outside the courts, are inadequate to adjust 
the remedy to the wrong in a way that will meet the 
equities and circumstances of the case.” 

The Federal Trade Commission is desirous of being help- 
ful to business to the extent of the powers granted by Con- 
gress. In the different problems that are being submitted to 
us we find the business men anxious to present the facts, with 
the hope that they can be shown the right road to take to ex- 
pand and develop their industries within the law. 

How Federal Trade Commission Helps Business. 

One of the ways in which the Federal Trade Commission 
may help business is to gather, collect and make known the 
essential data regarding business. A friendly survey of the 
field of industry, with attention to industries in which condi- 
tions are not right, will be of great value. Just the simple 
statistics regarding business, never previously collected, are 
of immense importance, and when compiled and distributed 
to business men will be a most useful guide for their future 
action. The Trade Commission has under way at the present 
moment, the preparation of figures showing the size of our 
various business units. While this work is not yet completed, 
some significant items are beginning to appear. 

Help for Small Business. 

Leaving ovt of consideration the banking, railroad and 
public utilities corporations, and referring only to those that 
have to do with trade and industry, we find that there are 
about 250,000 business corporations in the country. The aston- 
ishing thing is that of those, over 100,000 have no net income 
whatever. In addition 90,000 make less than $5,000 a year, 
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while only the 60,000 remaining, the more successful ones, 
make $5,000 a year and over. 

Turning now from net income to the total volume of 
business done by those 60,000 corporations we find that 20,000 
have sales of less than $100,000 ; 20,000 more sell from $100,- 
000 to $250,000; 10,000 additional from $250,000 to $500,000; 
5,000 corporations ship annually half a million to a million 
dollars worth of goods; 4,500 have total sales from a million 
to five million dollars; while only 462 industrial and mercan- 
tile corporations in the United States do an annual business of 
$5,000,000 or more. 

These striking figures exhibit a condition which has ex- 
isted for many years. They show conclusively that big busi- 
ness, while important, constitutes but a small fraction of the 
trade and industry of the United States. They make clear 
that there is an unduly large proportion of unsuccessful busi- 
ness concerns. Do they not need help? Why have we not 
paid more attention to small and middle-sized business? Is it 
not worthy of our consideration? What measures are we to 
take to improve these conditions? 

Need for Better Business Methods. 


Speaking generally, the real, constructive help must come 
from within. You know, and I know, that lumping all busi- 
ness together the real need is for better business methods. 
When we were all working on a large percentage of profit, 
and when it was a case of filling orders at our own price, we 
didn’t need any help. But, gentlemen, that day is past. We 
now have to get down to the hard facts of business, to learn 
precisely what they are, where the weaknesses and losses 
exist, and practice the same thoroughness which characterizes 
trade and industry in Europe. We need to study standard 
systems of bookkeeping and cost accounting. 

The fact must be admitted that in order to put a selling 
price on a product a manufacturer must first know exactly 
what it costs to manufacture and sell it. 

A manufacturer who does not know with a close degree 
of accuracy what it costs him to produce the different articles 
he manufactures and what it costs him to sell them, is not in 
a position intelligently to meet competition, and invites busi- 
ness disaster. 

Many of the larger manufacturers have thorough cost ac- 
counting systems, which they recognize as necessary in order 
to give them the information essential to successful manage- 
ment. On the other hand, the number of smaller manufac- 
turers who have no adequate cost accounting system and who 
price their goods arbitrarily is amazing. 

Proper Accounting Systems Necessary. 


Proper accounting for the smaller manufacturer is most 


essential. It is necessary for his success that he know on - 


what particular article he is making a fair profit and on what 
he is making only a narrow margin of profit or losing money. 
If he has this information he can concentrate on the manufac- 
ture and sale of the product on which the profits are satis- 
factory. 

Whole industries, in many instances, are suffering from a 
general lack of intelligent knowledge of cost. 

How can the Federal Trade Commission help to cure 
those conditions? 

The Commission has no power and no desire to use com- 
pulsory methods. But it does hope to reach the desired end 
by endorsing standard systems of bookkeeping and cost ac- 
counting, and to assist in devising standard systems, either at 
the request of individual merchants and manufacturers or 
through the association that represents the industry. The 
Commission expects to have for this work an adequate force 
of experienced accountants and cost experts and the service, 
in an advisory capacity, of public accountants of national 
reputation. 

What May Be Expected from Federal Trade Commission. 


What may be expected from such activities of the Federal 
Trade Commission? 

First, the individual enterprises will be helped. They will 
be enabled to know exactly where they stand. Their prices 
will be made on a solid basis of fact. 

Second, the employes of these firms will be benefited. 
They will be trained to more thorough and more accurate 
methods of work. This improved knowledge will increase 
their effectiveness and their individual value to their em- 
ployers. 

Third, the investor will be benefited. He will be able to 
invest his money with greater assurance that it will be used 
in the most advantageous manner. 

Fourth, the public will benefit; it will not have to pay for 
inefficient methods. 

To take a specific example, suppose that there are five 
plants making a certain line. Imagine that one of these plants 
is run efficiently and that the other four are managed in a 
slipshod manner. 

Where is the sort of trouble going to appear that costs 
the public and the trade heavily? In the four plants run in 
slovenly manner, of course. It is in those four plants that 
the expensive strikes will occur, the dangerous dissatisfaction 
among the workers will appear, and the demoralizing practice 


of selling below cost of manufacture will take root and other 
unfair methods of competition as a means of making sales. 
Raising Level of Efficiency. 


If we can raise the level of effectiveness prevailing in 
these four plants to the level prevailing at the ably managed 
plant, or even higher, benefits will accrue to every interest 
concerned. All five of the plants will be on a more satisfac- 
tory competitive basis. The employes in at least four of the 
plants will learn to do their work to better purpose. Consum- 
ers will be forced to pay for fewer inefficient methods. The 
jobbers and retailers will get their goods under more advan- 
tageous conditions. And the bankers will have five excellent 
accounts on their books instead of one excellent and four 
doubtful ones. 

An up-to-date system of accounting will enable the banker 
to extend to the smaller manufacturer the credit to which he 
is entitled, and which he needs in order to expand his busi- 
ness. The small manufacturer may have just as much brains, 
ability, knowledge of his wares and of his customers as the 
larger operator; he may even put out a superior product. But 
he can not show the banker a balance sheet based on proper 
accounting methods, and the banker does not feel ready to 
extend credit without the knowledge that such a balance sheet 
would supply; thus, because business men of this type can 
not give statements about their business affairs in the exact 
manner necessarily required by the bankers, their credit is re- 
stricted and their expansion checked. 

There should be a greater degree of organization and of 
mutual helpfulness in all lines of trade and industry, so that 
American business may be welded into a commercial and in- 
dustrial whole; the part of the government being to cooperate 
with business men, on request, to bring about the results that 
will benefit business and hence promote our national weltare. 

Value of Trade Associations. 


One of the most effective forms of organization is the 
trade association. The association has a wide field of useful 
and proper activities. Concerns in the same industry may 
take common action looking toward improving their proc- 
esses of manufacture, standardizing their product, improving 
their system of ascertaining costs, obtaining credit informa- 
tion and encouraging the development of trade journals. The 
welfare of employes is one of the important matters which 
can be best developed by cooperating in associations. The 
present tendency of the larger firms to think of the smaller 
man in the proper spirit and to assist him in arriving at some 
practical method of ascertaining his costs and meeting his 
many other problems—in short, to live and let live—is to be 
particularly commended. 

So today the associations of manufacturers, associations 
of jobbers, associations of merchants, associations of adver- 
tisers, are doing good work, and if conducted in a spirit of 
mutual helpfulness with the machinery of the Government 
standing by subject to call, will help solve problems and 
remove many of the present handicaps of business. 

Need for Development of Foreign Trade. 


Another respect in which business may help itself is in 
the field of foreign trade. 

Heretofore the American business man, whether manu- 
facturer or otherwise, has been prone to show an interest in 
foreign trade only during dull periods. Now that business 
has improved and factories are running full time in this coun- 
try, I am afraid there is a growing feeling of indifference 
toward opportunities ahead. The theory has been advanced 
that it will require years for the countries now at war to re- 
sume their normal rate of production, and that the business is 
bound to come to us.anyhow. This is a serious mistake. It 
was only a few months after the Franco-Prussian war when 
France was producing almost as much as before. She did not 
recover her normal purchasing power for twelve years, but 
this was due to the heavy indemnity Germany laid upon her. 

The American manufacturer should realize that not a 
smokestack has been destroyed during this war in England, 
Germany, or Italy, and only a few in a small part of France. 

Unless we take advantage of the great opportunity we 
now have we will find that ninety days after the war is over 
Germany, France and England, and other European nations, 
will be on their way to a position in the markets of the world 
even stronger than they occupied before. 

True business preparedness demands that every American 
manufacturer who makes a product that can be sold abroad 
should aim to sell from 10 to 20 percent of his output to for- 
eign consumers. A market which includes both foreign and 
domestic business stabilizes industry and insures the manufac- 
turer, his employes, and the country against the worst effects 
of financial and commercial depressions. 

Cooperative Selling Agencies for Forelgn Trade. 


Business men are not lawyers, and naturally, their 
thoughts running in other channels, they evolve some strange 
ideas as to the construction of certain laws. I was recently 
astonished to learn that the belief exists among many of them 
that non-competing firms cannot cooperate and form selling 
agencies to develop foreign business. This idea is unfortun- 
ate, and I fear that it has resulted in actually restraining the 
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development of our commerce abroad. And I might mention, 
by the way, that such commerce can now be more easily de- 
veloped, since for the first time in our history we have begun 
to establish our own banks abroad, thus removing many of 
the difficulties surrounding foreign exchange and credit in- 
formation. With American branch banks. established in 
South America and projected in the far East, there is no rea- 
son why our business expansion should halt. 

Perhaps you may think that I am over earnest in this 
advocacy of organization, higher efficiency in business meth- 
ods and modern practices, the adoption of European ideals of 
thoroughness, the standardizing of accounting, but my earnest- 
ness proceeds from an understanding of the conditions which 
confront American business. The Great War has brought to 
us great opportunities, and equally great dangers. The thought 
that we must keep in mind is, After the war, what? Shall we 
grow and expand while the growing is good, or calmly wait 
the time when peace in Europe will be followed immediately 
by fierce competition not only in foreign markets but in our 
domestic market as well? 

Have we an inventory of our business resources? Are 
they being developed to the best advantage? Are our asso- 


ciations doing all they can? Are our methods and processes | 


standardized? In short, are our industries mobilized? 
Industrial preparedness must be the watchword. Let us 
have better organization and greater efficiency at home; let 
us push our trade abroad; let us develop our industry so 
strongly that no foreign competition can dislodge it. 


REGISTERS PATENT FOR DOOR HANDLE. 





William Paton, Longford Mills, Ontario, Canada, 
has procured United States patent rights, under num- 
ber 1,164,958, for a 
door handle de- 
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shanks provided 
with squared re- 
cesses in their ends 
and threaded holes extending inwardly from the beds 
of the squared recesses in the ends of said shanks, a 
spindle having longitudinal flat surfaces for sliding 
parts and threaded portions, a non-rotatable sleeve 
sliding on said spindle having a squared outward ‘pro- 
jection extending into a squared recess in one knob, 
a non-rotatable sleeve having a squared outward pro- 
jection extending into the corresponding recess in the 
other knob sliding on said spindle and forming an 
annular recess between itself and said spindle, a thim- 
ble having a flange at its inner end and screw thread- 
ed on to said spindle and registering with said annular 
recess and a spiral spring encircling said thimble and 
engaging the inner face of the last mentioned sleeve 
beyond said recess and locking the knob shanks to 
said spindle. 
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RETAIL HARDWARE DOINGS. 





IOWA. 


Vollerson and Company, Battle Creek, have sold their 
hardware store to Ball, Sauer and Leas. 

Roy Creelman and John Bamby, Oakville, have pur- 
chased the C. R. Walker hardware and implement business. 

The store of the Kant and Krieschbaum Hardware 
Company, Burlington, was destroyed by fire. 

MINNESOTA, 

Bratrud Brothers, Grand Meadow, have sold their hard- 
ware store to Hanson Brothers. 

A. Stageberg, Owatonna, has sold his store to E. White. 

Ed. Sullivan, Rochester, has become interested in the 
Stebbins Hardware Company. 

J. M. Malmin, Blue Earth, has purchased the Maxon 
Hardware Company’s stock and will continue the business 
under the name of The Malmin Hardware Company. 

The two stores operated by Wilson and Walter Company, 
Green Bay, have been consolidated into one at the 107 West 
Walnut Street location. 
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MISSOURI. 


The store of Gallagher, Calbert and Huse, Warsaw, has 
been burned out. 
MISSISSIPPI. 


Wise Brothers Hardware Company, Europe, will open 
a store. 
MONTANA. 


Glen Maris, Glasgow, has engaged in the hardware 
business. 

The Superior Hardware Company, Superior, has just 
opened for business. 

NEBRASKA. 

Julius Holst, Cedar Bluffs, has purchased the hardware 
business of J. D. Martin. 

Lewis Colbenson, Maskell, has sold his hardware store 
to Martin Lund. 

William and Louis Waldorf, Western, have bought a 
hardware business. . 

The L. P. Rose Hardware Company, Arnold, will erect 
a new building. 

R. C. Young, Ogalalla, has purchased the hardware busi- 
ness from W. W. Young. 

Cloos and Anderson, Havelock, will move their hardware 
stock into the Framstead building. 

Hughes and Vaughn, Helvey, have purchased the hard- 
ware and implement stock of Cecil Bosley. 

NEW MEXICO. 

Allen and Dealy, Tucumcari, have engaged in the hard- 
ware and implement business. 

NORTH DAKOTA. 

William Olesen, Hatton, has admitted Spencer Rugg- 
land as a partner in his hardware business. 

OHIO. 

Pfarr and Hobard Company’s building, Cleveland, has 

been destroyed by fire with a loss of $75,000. 
OKLAHOMA. 

Kk. H. Lippert, Binger, has engaged in the hardware 
business. 

The Grandfield Hardware Company, Grandfield, has 
moved into its new building. 

H. J. Boten, Drumright, has sold his interest in the 
Drumright Hardware Company. 

The new building for the Carter Tracy Hardware Com- 
pany, Beaver, is nearing completion. 

James Nelson, Norman, will move his hardware and 
implement stock into a new building. 

The Lewis Hardware Company, Tecumseh, has engaged 
in the hardware and implement business. 

A. C. Neel, Tecumseh, has purchased a two-story brick 
building for his hardware and implement business. 

W. K. Morgan, Eufaula, has opened a hardware, furni- 
ture and undertaking business. 

The Shankle Hardware Company, Holdenville, has pur- 
chased the hardware, fumiture and undertaking business of 
G. W. McShan. 

J. T. Young and J. B. Pitzer, Hydro, have bought the 
stock of the Palmer Hardware Company. The new firm 
name is Young-Pitzer Hardware Company. 

L. Palmer, Mrs. Katie L. Freese and Robert M. 
Hancock, Kiowa, have formed a partnership in the hardware, 
furniture and undertaking business. 

SOUTH DAKOTA. 

The Talva Hardware Company, Phelps, has been incor- 
porated with a capital of $25,000 by a A. R. Hopkins, F. A. 
Merrica, and F. H. Lynde, Jr. 

J. W. Schliessman, Colome, has bought a hardware 
business. 

W. A. Branch, Mitchell, has succeeded to the E. McKin- 
ley hardware business. 

The Edward E. Donohoe Company, Witten, has engaged 
in the hardware business. 

TENNESSEE. 

B. F. Sudbury, Friendship, has sold his hardware store 
to Carlos Johns. 

WASHINGTON. 

F. L. Haines, Spokane, has opened a hardware store. 

The Barthelemy Hardware Company, Seattle, has been 
incorporated with a capital stock of $12,000. 

The building of the Odessa Hardware and Implement 
Company, Odessa, which was destroyed by fire, will be 
rebuilt. 

WISCONSIN. 

Charles J. Anderson and his sons, Martin, Herman and 
Fred, of Barron, have purchased the J. W. Heffner hard- 
ware store. 

M. Leyson, Rewey, is now engaged in the hardware 
business. 

Monroe and McKichan, Fennimore, has purchased the 
Riddiough Brothers hardware and implement business. 

C. V. Anderson, Barron, has bought the J. W. Haffner 
hardware store. 

The store of J. Williams and Brother, Necedah, has 
been burned out. 

The store of G. A. Harriman, Necedah, has been de- 
stroyed by fire. 








} 
i 
‘ 
$ 


f 
| 
} 
4 
\ 
i 








38 AMERICAN ARTISAN AND HARDWARE RECORD. 











HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











Whoever by mistake may have gone up in the ele- 
vator to the fourth floor of the Fairbank Building, 56 
East Randolph Street, Chicago, on Wednesday after- 
noon, December 29th, would not have been much to 
blame if he had received the impression that some 
kindergarten was having a session, for the large loung- 
ing room of the Hardware Club of Chicago was filled 
with a swarm of little folk—all sizes almost, from the 
wee toddlers to the self-conscious ten-year-old ladies 
and all of them having the time of 





and gentlemen 
their lives. 

The occasion for this unusual assemblage was the 
annual Christmas Party given by the Ladies’ Aux- 
iliary for the children of the members of the Hard- 
ware Club, and to say that it was a great success 
doesn't half way describe it, for there wasn’t a person 
present, from the youngest to the “least young” that 
didn’t thoroughly enjoy herself. Of course, the men 
folk were not supposed to be there, but you couldn't 
have kept some of them away with & shotgun. [rank 
Pinckney, Harry Macrea, Bill Carroll, Fred Ruhling 
and a score of others proved themselves efficient as 
waiters and amateur “infant attendants.” 

About two o’clock the first guests began to arrive, 
but long before that the ladies’ committees had been 
busy decorating the big, beautiful Christmas tree and 
getting the presents ready for Santa Claus so that 
when he came there would be no loss of time, this 
week being a very busy one for him with all the visits 
he has had to make to private homes, churches, socie- 
ties and parties and all; and out in the kitchen there 
were others busy cutting cake and setting plates out 
for the ice cream. 

A little after 2:30 Santa Claus made his appearance 
and with all due credit to others who have acted in 
that capacity, Mr. Sam J. Cassel certainly made an 
ideal “Kris Kringle.” He sang and told stories and 
won everyone of the youngsters’ firm belief that all 
this talk of those sophisticated would-be know-it-all 
who don’t believe in Santa Claus is nothing more or 
less than tommy-rot, as H. B. Wilson very aptly put 
it with his broad, English twang, for wasn’t Santa 
right there talking to them as big as life and giving 
them all sorts of nice presents. 

After the presents had been distributed and duly 
inspected, ice cream and cake were served and this 
part of the entertainment was enjoyed in a manner 
which might be adopted to good advantage by hostesses 
because it would not require the hiring of extra chairs, 
for the guests were seated in a large circle on the 
floor, and some of them held their ice cream plate 
on their laps, while others placed it at their side and 
ate in the old fashionable Roman style, reclining on 
one side while partaking of the refreshments. 

The plates having been gathered, Mr. Cassel again 
appeared, but this time in his regular everyday clothes 


and his Scotch and Coon stories and songs were en- 
joyed by young and grown-ups for another half hour, 
after which the party dispersed, everybody agreeing 
that Santa Claus had been very liberal with his gifts 
and that the afternoon had been spent in a most pleas- 
ant manner, for which due credit must be given to 
the various committees of the Ladies’ Auxiliary, but 
especially to Mesdames Frank H. Pinckney, Fred 
Ruhling, E. A. Wilson, Harry B. Macrae, George H. 
Beaudin and Allan J. Coleman, who were particularly 
active. 





MANUFACTURERS’ AND WHOLESALERS’ 
CONVENTIONS IN 1916. 


The following conventions of associations of man- 
ufacturers and wholesalers of hardware, stoves and 
kindred lines have been announced: 


National Association of Automobile Accessory Jobbers, 
at New York City, January 7, 8, 10 and 11, 1916. 

Stove Founders’ National Defense Association, at New 
York City, May 3, 4 and 5, 1916. 

Stove Manufacturers’ Association, at New York City, 
May 3, 4 and 5, 1916. 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. 

American Hardware Manufacturers’ Association, a‘ 
Birmingham, Alabama, June 21, 22 and 23, 1916. 

Southern Hardware Jobbers’ Association, at Birming 
ham, Alabama, June 21, 22 and 23, 1916. 

Old Guard Southern Hardware Salesmen’s Associ1 
tion, at Birmingham, Alabama, June 22, 1916. 


a ee 
OBITUARY. 


Charles P. Truitt. 

One of the old time hardware traveling salesmer 
has made his last trip. Charles P. Truitt, who will be 
remembered as a hardware traveling salesman of more 
than fifty years standing, passed away on Christmas 
Day, at his home in Pelham Court, Germantown, Phil- 
adelphia, at the age of 72 years. In the days of the 
Civil War he was connected with the wholesale hard- 
ware house of Truitt and Company, traveling in Mary- 
land and Delaware for this concern, which was forced 
to the wall in 1862 by having $700,000 worth of ac- 
counts in Southern territory that proved uncollectable. 
Later on the business became known as R. W. Truitt 
and Company, then Buehler, Bonbright and Company, 
later Biddle Hardware Company, and about three 
years ago the Supplee-Biddle Hardware Company, all 
important hardware concerns of Philadelphia. 

Mr. Truitt had recently returned from a trip to the 
Panama-Pacific Exposition with Mrs. Truitt. The fu- 
neral was held Tuesday afternoon, December 28th, at 
St. Matthew’s Church, Philadelphia, and was largely 
attended. 
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One dissatisfied dealer can generate several hun- 

dred dissatisfied customers. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The accompanying illustration shows an advertise- 
ment that utilizes one of the numerous effective plans 
devised to impress the community with the merits of 
one’s method of doing business—a prize contest. It 
was inserted by the Steiner and Voegtly Hardware 
Company, Pittsburgh, in the Chronicle and offers cash 
prizes, Honorable Mention, and added incentive of 
folding drinking cups to boys and girls submitting 
articles in prose or poetry, using as a subject the com- 
pany’s creed, “If you can get it elsewhere for less, 
return it. We'll buy it back at full price.” Undoubt- 


PRIZES FOR BOYS AND GIRLS| 











10 CASH OF 16 YEARS OF AGE OR UNDER WHO SUBMIT 
AT OUR STORE BEFORE NOVEMBER 24, 1915, 
PRIZES THE BEST ARTICLES IN PROSE OR POET- 


KY, USING FOR THEIR SUBJECT 























IN ADDITION, AN 


Aluminum Folding 

Drinhing Cup 
Suitable for school or other 
uses will be given 


FREE 


to all city contes- 
tants when they 


LIST OF vernon 


PRIZES: 


FIRST ....$25.00 CASH 
SECOND . $10.00 CASH 
THIRD ....$ 5.00 CASH 
POURTH ..$ 3.00 CASH 
FIFTH ....$ 2.00 CASH 

NEXT FIVE BEST. Seetases $1.00 EACH 
HONORABLE MENTION TO BE MADE 
OF THE NEXT TEN BEST ARTICLES. 
Our desire is to have you become familiar with our 
store so that you may write more intelligently on 
the subject of “Our Creed,” and how it applies to our 
methods of doing buginess,. For this reason we would ad- 
vise that you pay us a visit or ask your pare nts or friends as to 
who and what we-are and as to how “Our Creed” applies to 
this store, 


RULES OF CONTEST. FILL OUT THIS BLANK CAREFULLY AND PIN 
must not OR PASTE TO THE ARTICLE YOU SUBMIT 


Articles excee@ 150 words 
and must represent contestant’s own 
ewe tak, hd f 
wi a 
earite tw tak, og one side of paper Name 

Neatnens, correct ape! em punctua. 
ote, will carry weight in th 


awardivg o' 
Contestants must fill out blank, fousd 
in- this 


etait tee of 'p 
to be made by competent 
stipes = eon S the basta of merit. 
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edly advertisements such as this create a widespread 
interest among the adults as well as by the boys and 
girls. The results of the contest cannot but serve to 
deeply impress upon the minds of the readers the 
knowledge that fair prices and entire satisfaction are 
assured in all dealings with the concern. The adver- 
tisement itself, which occupied ten inches of three 
column space, is well arranged, the tag demanding im- 
mediate attention and the mention of prizes, rules of 
contest and blank to be filled out being so attractive 
and alluring that few would fail to become interested. 


* * 1K 


The illustration herewith shows a seven inch double 
column advertisement placed in the Advocate, Rock- 
well City, Iowa, by Bledsoe and Prince. Its worthy 


feature lies in the fact that a sufficiency of white space 
together with the large type used, make the announce- 
ment stand out boldly and distinctly, thus serving to 
attract immediate attention. The notice at the bottom 


[ Buy aes *) 
HARDWARE 


OF 


edsoe & Prince 


We sell all of these: 


Farm Tools 
Carpenter Tools 
Aluminum Ware 
Washing Machines 
Household Supplies 

: De Laval Separators 


























This is the season of the year when you want 
Heating Stoves Base Burners 
Ranges Stove Pipe 
New Grates Repairs. etc. 


serves to bring home to the reader the necessity for 
the articles, but more effectiveness would have been 

















provided by describing some definite articles and quot- 
Ing prices. 
kx 

| believe in advertising. 

| believe in clean advertising. 

[ believe in profitable advertising. 

I believe that advertising has a double function: To 
benefit the advertiser and the people advertised to. 

I believe that if advertising does not benefit the peo- 
ple advertised to it cannot benefit the advertiser. 

I believe that advertising cannot benefit the people 
advertised to unless it is truthful and clean, and em- 
ployed only to sell goods that are genuine and offered 
at fair prices. 

I believe that advertising employed to sell goods 
that are not beneficial, or goods that are beneficial but 
offered at unfair prices or on inequitable conditions, 
is wrong in principle, and will, in the long run, be un- 
profitable to the advertiser. 
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HEATING AND VENTILATING 








TAKE COLD AIR SUPPLY FROM INSIDE. 





The inquiry of Charles W. Lehr, Flagstaff, Ari- 
zona, which was published on page 32 of the Decem- 
ber 18th, issue of AMERICAN ARTISAN with regard to 
a warm air heater installation, as shown in the ac- 
companying illustration, was replied to by two corre- 
spondents, on page 39 of the December 25th issue, and 
herewith follows another suggestion: 

To AMERICAN ARTISAN: 
In answer to Mr. Lehr’s inquiry, I would like to say 





Arrangement of Warm Air Pipes and Cold Air Duct In 
Installation That Works Unsatisfactorily. 


that he doesn’t say if there is a cold air duct inside of 
the house. If he has none, how will there be any 
chance for the cold air to escape and thus make room 
for the hot air generated by the warm air heater? 
I take my cold air from the house and send it through 
the warm air heater, and as it goes over the hot fire 
it is purified, thus being even cleaner than the air out- 
side. 

I have set up a number of warm air heaters on this 
plan this past fall, and they all work fine. 

Yours truly, 
G. CARLSON. 
Valentine, Nebraska, December 25, 1915. 
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WILLIAM W. BARRICK TO REPRESENT 
CO-OPERATIVE FOUNDRY COMPANY 
IN CHICAGO AND VICINITY. 








According to announcement, the Cooperative 
Foundry Company, manufacturers of Ajax warm air 
heaters and Red Cross stoves and ranges, will be rep- 
resented in Chicago and vicinity by William W. Bar- 


rick who is well and favorably known to the trade 
in this territory, having for many years been con- 
nected with other prominent stove and warm air heat- 
ing concerns. . 
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HEATING AND VENTILATING ENGINEERS 
NOMINATE OFFICERS. 








Officers for the American Society of Heating and 
Ventilating Engineers for the coming year have been 
nominated by the regular committee. A ballot has 
been sent to the members and the result will be made 
known at the annual meeting, to be held in New York 
City the fourth. The candidates for office as selected 
by the committee are as follows: 

President, Harry M. Hart, Chicago. 

First Vice-president, Frank T. Chapman, New York 
City. 

Second Vice-president, Arthur K. Ohmes, New 
York City. 

Treasurer, Homer Addams, New York City. 

Council, D. D. Kimball, New York City; Henry C. 
Meyer, Jr., New York City; Dr. E. Vernon Hill, Chi- 
cago; Frank I. Cooper, Boston; Walter S. Timmis, 
New York City; Charles R. Bishop, North Tona- 
wanda, New York; Fred R. Still, Detroit, Michigan. 
and M. W. Franklin, East Orange, New Jersey. 





UTICA HEATER COMPANY REPORTS GREAT 
PROGRESS IN CHICAGO DURING 1915. 





The Chicago Branch of the Utica Heater Company, 
Utica, New York, manufacturers of the well known 
Superior warm air heaters, has made substantial prog- 
ress during 1915 under the able management of James 
Doherty, with his strong corps of salesmen, which 
consists of “Andy” P. Dease and his son Andrew E. 
Dease, A. F. Hem, D. M. Morphy, J. L. Brink, T. D. 
Casserly, R. G. Rosenbaum and J. Russell Doherty, son 
of the manager. It will be remembered that Andy 
Dease left the L. J. Mueller Furnace Company, after 
having had charge of their Chicago office for twelve 
years, and recently his son also resigned to become 
associated with the Utica Heater Company. The of- 
fices and show rooms are at 218 West Kinzie Street 
where complete lines of the Company’s warm air heat- 
ers and boilers are on exhibition. 





NINETEEN PERTINENT QUESTIONS FOR THE 
INSTALLER OF WARM AIR HEATING 
APPARATUS. 


Nineteen questions pertaining to warm air heating 
were discussed at a recent joint meeting of the Sheet 
Metal Contractors’ Association and the Sheet Metal 
Consumers’ Protective Association, both of St. Louis, 
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Missouri, and it is stated by Secretary Otto Cluss of 
the former organization that great interest was taken 
by the large gathering of men interested in the raising 
of the standard of Warm Air Heating. 

AMERICAN ARTISAN believes that these questions 
should be brought to the attention of every installer 
of warm air heaters and that each one who reads 
them will receive material benefit from putting him- 
self through a sort of voluntary examination by 
writing down the answers. 

For this reason, AMERICAN ARTISAN will be glad 
to publish such answers as subscribers may send in. 

The questions follow: 

I. Are you willing to impart your knowledge to 
others for the benefit of the Warm Air Heating busi- 
ness? 

2. Do you know the heat value of a British Ther- 
mal Unit? 

3. Do you know how many B. T. U. in a pound 
of coal? 

4. Do you know how many pounds of coal should 
be burned to the square foot of grate surface in a 
warm air heater, per hour? 

5. Do you know the size chimney required for a 
warm air heater of a given grate dimension? 

6. Can you figure the volume of air carried through 
a pipe of given size at a given velocity? 

7. Can you figure what size pipe it takes to carry 
a certain volume of air at a given velocity? 

8. How many times should the air be changed in 
a room per hour to give proper ventilation and heat? 

9g. Do you know the average velocity of air in 
heater pipes to the first, second or third floor? 

10. Do you know what temperature the air should 
be at the register? 

11. Can you figure the size of a warm air heater 
required to heat a house of given dimensions? 

12. Can you figure the capacity of a cellar pipe 
or a wall stack required to heat a room of given di- 
mensions ? 

13. Do you know the size of register to use for a 
pipe of given size? 

14. Do you know the percentage in size that the 
cold air pipe should bear to all the warm air pipes 
combined ? 

15. Do you know the best location for placing the 
wall stacks and registers in a house? 

16. Do you know the best method to use in piping 
a warm air heater? 

17. Why do they use a 10-inch cold air duct from 
the outside in heating an eight room house in some 
eastern cities? 

18. Do you make a study of your business or are 
you satisfied to follow in the steps of those who have 
gone before you? 

19. Do you try to find a reason for failures or 
successes that come up in your business? 


~~ 
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FUEL CHUTE WITH GLASS DOOR. 





The accompanying illustration shows the Best Fuel 
Chute which consists of a steel tube, cast iron frame 
and door having a glass front. It was designed pri- 
marily for use in foundations for conveying coal and 
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other fuels into the basement, but can also be used to 
advantage in buildings and sheds where fuel, sand, 
rock and other materials are stored. The chute is in- 
tended to have the frame set flush with the wall and is 
provided with a flange that overlaps the door and pre- 
vents rain from running into the chute. The door 
is said to be automatically locked by a gravity catch on 
being shut, and a small chain which is attached to the 
catch, can be extended so that the door can be un- 


TUT rer 





Best Fuel Chute. 


locked from any part of the storage room. If desired, 
the heavy, wire-reinforced glass front in the door can 
be removed during the summer and a mosquito wire 
screen inserted, thus making the chute serve as a ven- 
tilator. The Best Chute is made in two styles and 
three sizes, with or without the steel tubes, and paint- 
ed throughout. Further details, sizes and price list 
may be secured from the Sterling Foundry Company, 
Drawer 457, Sterling, [linois. 
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REGISTERS PATENT FOR DOUBLE JACKET 
WARM AIR HEATER. 








soyd E. Rainey, St. Louis, Missouri, has been 
granted United States patent rights, under number 
1,165,122, for a double 
jacket warm air heater de- 
scribed herewith: Ina 
double jacket warm air 
heater body, a front wall 
secured to said warm air 














heater body, said front 
wall being provided with 
forwardly projecting 
flanges at its edges and 
top, inner and outer cas- 
ings spaced to form inner 























and outer jackets, said in- 
ner casing terminating above the lower end of said 
outer casing, a register having inner and outer sec- 
tions, the inner jacket discharging air through said in- 
ner register section, the outer jacket receiving air 
through said outer register section, and a water pan 
extending through the outer jacket at a point below 
said inner jacket, whereby air currents descending be- 
tween the outer and inner casing are caused to pass 
over the water in the pan and thereafter rise through 
the inner casing. 
<sepeneianiciceislhlipllbintesetiinaisiments 
However vexed you may be overnight, things will 
often look very different in the morning. If you 
have written a clever and conclusive, but scathing let- 
ter, keep it back till the next day, and it will very 
often never go at all.—Lord Avebury. 





——— 


‘ 
i 
t 
| 
; 
‘ 


























a 





42 AMERICAN ARTISAN AND HARDWARE RECORD. 


ECONOMICAL DOMESTIC HOT WATER 
SUPPLY. 


It is not every water supply installation which 
yields the maximum efficiency for the fuel consumed, 
and with but few exceptions the reason is traceable to 
the way the pipes are connected to the cylinder, and 
the amount of circulating water being out of all pro- 
portion to the power of the boiler. 

In a recent issue of Domestic Engieering, London, 
England, this important matter is discussed in the fol- 
lowing manner: 

The first illustration shows water being heated up- 
wards from the bottom of the cylinder. Here it has 
to mix with the cold water in the top of the cylinder, 
and it will be obvious that by the time it reaches the 
expansion and draw-offs it will be only lukewarm, and 









































Figure 1.—Inefficient Range Figure 2.—Range Boiler Con- 
Boller Connection. nection That Works Well. 


not hot enough for domestic use until the whole of the 
water in the cylinder has been heated up to one com- 
mon temperature; or, in other words, to get one gal- 
lon of hot water, 30 to 50 gallons have to be heated. 
The waste of fuel and time this entails will be readily 
understood. 

In the second illustration the flow is connected at 
the top, and the cylinder contents are heated down- 
wards, in the reverse direction to the other. This 
means that the hottest water from the boiler can be 
drawn off very quickly, and that directly any hot wa- 
ter enters the cylinder it is available for use. The 
cold supply should always enter at the side of the 
cylinder, as shown. If it goes in underneath the bot- 
tom it should be altered, for the incoming cold water 
will rush up the center of the cylinder and mix with 
the hot water, reducing its temperature. Before any 
hot water supply apparatus can be efficient it is essen- 
tial that the quantity of water in circulation should be 
in proportion to the size and heating surface of the 
boiler. This is of the utmost importance and one of 
the chief causes of failure. With a little care and cal- 
culation it can be easily arranged. All that is neces- 
sary is to measure the total heating surface of the 
boiler, and for every square foot allow from ten to 
fifteen gallons of hot water to circulate in the cylinder, 
according to the conditions. Then alter the return pipe 
on the cylinder and raise it, so as to have above it 
just the quantity of water that the boiler will heat. 
This will prevent the water in the bottom of the cyl- 
inder from circulating, although, when the water in 





the top is heated, it will get warm by the conducted 
heat down the sides of the cylinder. 

The alteration of connections on cylinder with or 
without manlids is now a most simple matter, and can 
be quickly done without removing the cylinder if it 
can be conveniently got at. In any case it is not much 
trouble to disconnect, if necessary. 

Apropos of the above, to find the contents of a cyl- 
inder, the quickest and easiest way is by a rule that 
will perhaps be new to our readers. This is to multiply 
the diameter in inches by itself, which gives the total 
number of pounds of water in one yard high of the 
cylinder. Divide this by ten (ten pounds to a gallon) 
for the number of gallons in one yard high of the 
cylinder. To arrive at the exact contents it is only 
necessary to proportion the additional height, if any. 





WARM AIR HEATER PIPE AND FITTINGS 
THAT PREVENT OVERHEATING. 


Warm air heater pipe and fittings designed to pre- 
vent fire from overheated wall pipes and said to have 
been classed by the Un- 
derwriters’ Laboratories 
as the safest and most 
efficient means of their 
kind for the passage of 
warm air, are among 
the products of the F. 
Meyer and Brother 
Company, Peoria, Illi- 
nois. In the illustrations 
herewith are shown two 
short lengths of this 
Handy warm air heater 
pipe and a Number 40 
tee. They are made with 
Handy Warm Air Heater Pipe. a large ventilating space 
sections and each 





between the inside and outside 
length has a connecting slip 13¢ inches long on one 
end and a receptacle on the other, the connecting slip 
being said to fit perfectly into the receptacle of the 
i adjoining piece of 
pipe or fitting and 
make an air-tight 
joint without the use 
of tools and in a mini- 
mum amount of time. 
The manufacturers 
state that their large 

Handy Warm Air Heater Tee. equipment enables 
them to make these products quickly so that they can 
always fill rush orders and the installer’s job need not 
be held up when only partly completed. For catalog 
of the “Handy” pipe and fittings and other warm air 
heater accessories, address the F. Meyer and Brother 
Company, Peoria, Illinois. 
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I think it rather fine, this necessity for the tense 
bracing of the will before anything worth doing can 
be done. I rather like it myself. I feel it is to be the 
chief thing that differentiates me from the cat by the 
fire-—Arnold Bennett. 
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FRESH AIR NECESSARY TO GOOD HEALTH, 


The Department of Public Health of Chicago issues 
each month a bulletin called “Health Notes,” and the 


December number is of special interest to installers 


of warm air heating apparatus, giving as it does many 
valuable suggestions that may be used by them while 
pushing sales of the most healthful system of heating 
and ventilating homes—that of the Warm Air Heater. 

The following is an excerpt from the December 


3ulletin: 
Health Notes. 


Plenty of fresh air in your lungs is like having 
money in the bank. Both give you that comfortable 
feeling. 

All places of public assembly should be well venti- 
lated. Over-heated, badly ventilated churches mean 
sleepy, stupid audiences and poor appreciation of the 
sermon. It is also a question of how much the min- 
ister himself is affected by the same unfavorable sur- 
roundings. Also all places where people gather should 
be aired out thoroughly after each occupancy. 

There were 226 deaths in Chicago from pneumonia 
for the month as against 175 for the preceding month. 
This simply means that 226 people were killed with 
a dirty air disease. When will people learn to let the 
life-giving fresh air into their homes? 

Health news is now in rapid transit in Chicago. The 
management of the Chicago Surface Lines and the 
Elevated, in conference recently with the Commis- 
sioner of Health, have generously donated valuable 
advertising space in their cars for the display of 
Healthgrams. These will appear in large print on 
cards eighteen by twenty-four inches. 

The plan is to have two of these cards in each car, 
so that all passengers cannot fail to read them. If the 
people will also co-operate in this effort to promote 
better health conditions in Chicago, by following the 
advice given, they will reap material benefits along the 
lines of increased efficiency, longer life and added 
comfort and happiness. ¢ 

Here is the golden rule of community action: “I 
should be as willing to do as much to protect my 
neighbors’ interests, as | would demand that he be 
compelled to do to protect mine.” 

Every man is entitled to pure air, without which he 
cannot live. The purity of it implies that it shall be 
free from such irritating and infectious dust as 1s re- 
sponsible for the carrying of the germs of tubercu- 
losis, or consumption, and pneumonia of pus germs, 
influenza germs and other microbes that give us seri- 
ous colds, and all the other microscopic enemies that 
we must incessantly fight, both as individuals and as a 
community. 

sphliNiitccaetiainie 


STEAM HEATED HOUSES NOT HEALTHFUL 
SAYS CHICAGO COMMISSIONER 
OF HEALTH. 


Steam radiators are partly to be blamed for Ameri- 
can “unpreparedness,” Dr. John Dill Robertson, 
Health Commissioner of Chicago, told students of the 
Morgan Park academy in a recent address. They are 
to be blamed, he said, because the first unit of pre- 


paredness is health, and it doesn’t exist in steam heat- 
ed homes. 

Here are some of the physician’s views: 

“In 1860 the United States had more of the first 
elements of ‘preparedness’ because men lived out- 
doors, wrestled with nature, knew how to shoot, didn’t 
have ‘great cities.’ 

“Today inhabitants of the United States are less 
hardy, less well ‘prepared,’ because they are living in 
homes that are steam heated, air as dry as the Sahara 
desert. 

“Even in the country the men aren’t ‘prepared’ as 
they used to be, because steam heat has invaded the 
farm homes.” 
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WARM AIR GENERATOR THAT PROVIDES 
PROPER VENTILATION. 


It must be understood that the prime requisite in 
heating a house is not merely to keep the rooms at a 
comfortable — tempera- 
ture, but also to allow 
a thorough ventilation at 
all times. III health and 
general dissatisfaction 
usually result if the air 
in a room is not changed 
several times in an hour 
or if the changed air is 
insufficiently heated. 
These unpleasant condi- 
tions are said to be 





avoided with the Kelsey 
Kelsey Warm Air Generator. warm air generator, 
herewith illustrated, since it warms an abundance of 
pure fresh air moderately and properly, giving the 
ventilation necessary for comfort and: health and 
changing the air in every room from three to five times 
every hour. This, the manufacturers state, is due to 
the peculiar zigzag or corrugated heat tubes heated 
directly by the fire and through which great volumes 
of fresh air pass and are thoroughly warmed before 
going up in separate currents to the rooms above. 
l‘urther details of the construction can be secured 
from the Kelsey Heating Company, 301 James Street, 
Syracuse, New York. 
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PRICE CUTTING SIGN OF LAZINESS OR 
IGNORANCE ON PART OF SALESMAN 
AND WEAKNESS ON PART OF 
MANAGEMENT. 


There isn’t a crime covered by the moral code, that 
nowadays has not been explained away as being some 
form or other of disease; dipsomania, kleptomania, 
and so on, says a writer in System. And I| am told 
that price-cutting is also a form of mania. But I don’t 
have much patience with that sort of white-washing ; 
price-cutting is just pure cussed laziness. The sales- 
man who does it is too indolent to exert himself to 
real work—and selling goods is that—so, after a few 
half-hearted efforts, he lays down and digraces himself 
by slashing a price that is already pared down to the 


quick. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR A PIPE THROUGH A TAPER. 





BY O. W. KOTHE. 

The problem as shown in this drawing is used in 
piping systems where it is the desire to separate the 
shavings from the saw-dust. The saw-dust sifts 
through the perforations at the inner shell of the sep- 
arator, and passes off in angle branch “A,” while the 
shavings drop straight down the center pipe “B.” In 
actual work this angle is not used, but the transition 
piece is developed to fit a straight collar. This draw- 
ing was developed this way before it was observed, 
and so the reader will understand. The method of 


and for the large end the different spaces taken from 
the miter cut of half pattern for angle. The angle in 
this case is also developed the same as any ordinary 
elbow angle. 

The next step is to develop the opening in taper 
joint. For this, draw your triangular lines in pattern 
between points as shown, and then pick the length of 
lines from half plan where they cross the small half 
circle, as I-a, I-b, and set it over in diagram on line 2 
after which drop a line until it strikes 1-2 in points 
a and b. Next pick dotted line 3-c and 3-d and set it 
over on line 2 in diagram, and drop lines cutting line 
2-3, and 3-4. Continue in this way and so establish 
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Development of Patterns for Pipe Through a Taper. 


development does not differ in the least. 

First draw the elevation to the required size and 
angle; next the half plan to conform to the elevation, 
striking circles and developing the end view as shown; 
also draw lines from one point to the other, thus cross- 
ing the inner circle at large pipe where shown. From 
the points in a large half circle, as 2-4-6-8, etc., erect 
lines into miter line of elevation. From these points 
project horizontal lines indefinitely, after which at 
any convenient place erect a line from O. Then with 
dividers, pick the length of lines from plan and set 
them over from the vertical lines in diagram, thus giv- 
ing you points 2-3-4-5-6-7, etc. In like manner, from 
points in end “A” project over horizontal points to 
vertical line in diagram and establish points 1-3-5-7-9, 
etc. Connect lines with 1-2; 2-3; 3-4; 4-5; etc., thus 
giving you the true lengths for developing the taper- 
ing transition piece. This transition piece is laid out 
the same as any other by triangulation, using the 
stretch-out from the small end of the half circle “A,” 


all points in the true length lines as a-c-e-h, etc. Now 
pick the distance of true lengths as 1-a; 1-b and set 
it in pattern as 1-a and 1-b. Next pick lengths 3-c and 
3-d and set it as 3-c and 3-d in pattern; next pick 
spaces 5-e and 5-f and set it in pattern on line 3-4. 
Continue in this way until point h is established ; then 
trace a curved line through these points and thus 
establish a pattern for opening in branch. 





Let us learn to be content with what we have, get 
rid of our false estimates, set up all the higher ideals 
—a quiet home; vines of our own planting; a few 
books full of the inspiration of a genius; a few 
friends worthy of being loved and able to love us in 
return; a hundred innocent pleasures that bring no 
pain or remorse; a devotion to the right that will 
never swerve; a simple religion empty of all bigotry, 
full of trust and hope and love—and to such a phi- 
losophy this world will give up all the empty joy it has. 
—David Swing. 











Rasen x 











ANNUAL MEETING AND BANQUET OF. THE 
MILWAUKEE SHEET METAL 
CONTRACTORS WEDNESDAY, 


JANUARY 5. 





The Annual Meeting of the Master Sheet Metal 
Contractors’ Association of Milwaukee, at which of- 
ficers will be elected for 1916, will be held Wednes- 
day, January 5, 1916, at 456 Broadway, Milwaukee, 8 
P. M. sharp. The meeting will be followed by a very 
fine banquet. 

Candidates for the various offices are as follows: 

President: Louis Hoffmann and R. Jeske. 

Vice-president: John Millen and E. B. Tonnsen. 

Secretary: Frank Romberger and Paul L. Biersach. 

Treasurer: J. M. Hollitz and John Graf. 

Sergeant-at-arms: N. Stollenwerk and A. Kluber- 
tanz. 
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FINE PROGRAM FOR THE JOINT ANNUAL 
BANQUET OF ST. LOUIS SHEET METAL 
CONTRACTORS. 





The program for the sixth annual joint installation 
of officers and banquet of the Sheet Metal Contractors’ 
Association and of the Sheet Metal Consumers’ Pro- 
tective Association, both of St. Louis, Missouri, which 
is to be held on Saturday, January 8, 1916, 6 P. M., at 
the Planters’ Hotel, St. Louis, indicates that the vari- 
ous committees in charge are preparing for an affair 
even more splendid in its success and interest than 
that of the 1915 banquet. 

At the December meeting of the Sheet Metal Con- 
sumers’ Protective Association, the following officers 
were elected for 1916: 

President—William Koelsch. 

Vice President—A. A. McHenry. 

Secretary—George A. Kohlmeyer. 

Treasurer—F. T. Bokern. 

Sergeant-at-Arms—William Lampert. 
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W. J. BURTON COMPANY SECURE LARGE 
CONTRACTS. 





The W. J. Burton Company, Detroit, manufacturers 
of steel ceilings and side walls, cornices, skylights, 
fireproof windows, roofing, etc., have recently secured 
several large contracts for metal ceilings, the most 
important of which were awarded by the Dodge 
Brothers Motor Car Company, the Major Cigar Com- 
pany and the new Colton Building. The Company’s 
business is not confined to its home state but extends 
over Ohio, Indiana, Illinois, Wisconsin, etc., and its 
owners point to a record of continued expansion since 
its inception more than three decades ago. Starting 
out with the manufacture of skylights, gutters, con- 
ductors, etc., in 1883, the Company’s growing busi- 
ness necessitated moving into larger quarters in 1893 
and then in 1903, at which date was added a depart- 
ment for making corrugated sheets and metal ceilings. 
They have recently secured a large site on a railroad 
siding for a new factory, and when this is completed, 
they will be enabled to give still better service, espe- 
cially on out-of-town shipments. Those desiring in- 
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formation regarding the products of the Company 
should address the W. J. Burton Company, Detroit, 
Michigan. 


REVOLVING VENTILATOR THAT PREVENTS 
DOWN DRAFT. 








To prevent a downdraft in ventilators the Berger 
srothers Company, Philadelphia, equip their Earle 
ventilator with a 
fan, as shown in 
the accompanying 
illustration, which 
@is said to revolve 
“i Without any noise, 
ge producing a strong 
~ current of air up- 
wards. According 
to the manufactur- 
ers, it runs ina 
self lubricating 
bearing that is not 
affected by heat or cold and never‘requires any oil or 
grease. Further particulars of the Earle ventilator 
are contained in a circular which can be secured from 
the Berger Brothers Company, 229-231 Arch Street, 
Philadelphia. 






Earle Ventilator, 


———_-- —-oo— 


ORNAMENTAL SHEET METAL DESIGNS. 





Every touch of artistic beauty that the builder adds 
to his work means more satisfied customers, and for 
: this reason certain 
manufacturers make 
a specialty of archi- 
tectural sheet metal 
work and _ construct 
many ornamental de- 
signs. One of these, a 
cartouch, is herewith 
illustrated and is one 
of the numerous ar- 
tistic pieces of sheet 
metal work manufac- 
tured by the W. H. 
Mullins Company, 
Salem, Ohio. They 
offer a wide selection 
of stock designs in 
ornamental cor- 
nice work stampings, 
rosettes, cartouches, 





Mullins Sheet Metal Cartouch. 


chenaux, modillions, finials, vanes, panels, capitals, and 
other stamped ornamental sheet metal work. All these 
are said to be made of the best quality of material 
and to be rigid, durable and artistic. The manufac- 
turers state that their complete equipment enables 
them to produce special designs from architects’ draw- 
ings and to furnish prompt estimates. Their catalog 
of stock designs and price list of any special work 
required may be obtained by addressing the W. H. 
Mullins Company, 209 Franklin Street, Salem, Ohio. 
sinh aac sciatica 
The day is always his who works in it with serenity 


and great aims.—Emerson. 
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SHEET METAL TRADE DEVELOPMENT 


Members of Trade Development Committee of National Association of Sheet Metal Contractors 
Suggest Means for Trade Development 








In the three previous issues of AMERICAN ARTISAN, 
have been published articles prepared by members of 
the Trade Development Committee of the National 
Association of Sheet Metal Contractors and contain- 
ing suggestions for elevating the trade to a higher 
standard and better conditions. 

The fourth article in this series follows herewith: 

Are We Blind to Our Opportunities? 

The Sheet Metal Contracting business, as a busi- 
ness by itself, has been losing ground. This is self- 
evident in numberless instances in almost every shop 
in the country. 

Economists say that in time, metal will be one of 
the substitutes for wood. Where are the Sheet Metal 
Contractors that are taking advantage of this fact? 
Are they quietly annexing a fortune unknown to 
others? Are they looking the situation in the face 
and meeting conditions as they arise, or have they 
seen ahead and planned a course of action that will 
not land them in the scrap heap? 

What are the reasons for the loss of business that 
confronts the Sheet Metal Trade? 

One man says: Competition. 

Another says: Poor materials. 

A third says: Substitution. Such as terra cotta, 
composition roofing, etc. 

A fourth says: Collections. 

Excuses, all of them, and very poor ones at that. 
Simply an attempt to shift the blame and evade. a 
responsibility. 

Take them in the order as given above and let us 
try to briefly analyze each condition and attempt to 
apply a remedy—a remedy that will help to cure a 
sick condition, for “it is a condition which confronts 





us and not a theory.” 
Competition. 

Competition, means, strife for the same object. 
(Webster. ) 

Up to the present moment, it has meant mostly 
strife with the accent on the little “i”. Why not put 
the accent on the “tri” and attempt to reach the same 
object by another means. 

We all know the difficulties that are encountered in 
a day’s work, when competitive prices are thrown in 
our faces by our customers. 

Is it good business to do work at a loss? You say 
“no,” without question. 

What is the remedy? There is only one and that is 
—co-operation, with your competitor. 

You, as an individual, cannot change conditions. 
But a few determined men, working together for a 
common object, will and can and do, achieve results. 
Why hold back? The load is getting heavier to pull 
every day. Let all pull together and lo, the load moves 
out of the rut and the road of life seems easier! It is 
worth while to try? Julius Cesar once said: “It is 


better to wear out, than rust out,’ and he evidently 
knew something about the Sheet Metal business, when 
he said it. ' 

Do not rust and rot, because your competitor will 
not meet you. Try again. Perseverance will win 
success later and put gold in your pocket, as well as 
his. 

Poor Materlals. 

You blame the manufacturer for turning them out. 

Then you blame the consumer for using them. 

You are innocent? Not quite. You are an acces- 
sory, both before and after the crime, for “crime” 
it is. Look the facts in the face: 

To meet your competitors’ prices, you have sub- 
stituted poorer grades of materials, and, by this, you 
have not kept faith with your customers. 

Such methods, in time, are found out and you alone 
suffer. Your competitor has done likewise? The in- 
evitable result follows: 

You have created a demand for poorer materials 
by adhering to a price’ basis method of doing business. 

You have forced the manufacturer to turn out this 
material. He looks to you to market his goods and if 
you demand poor goods, he has either got to make 
them for you, or go out of business. 

If on the other hand you have not been a party to 
this “crime” of poor material you are to be ‘highly 
commended and it is to you that the manufacturers 
are looking today to market their best products and 
put the Sheet Metal Industry on a profit earning basis. 

Substitution, 

Substitution is caused by the lack of aggressiveness 
in marketing Sheet Metal products. 

Have you forgotten how to sell your own goods? 
Or, is the other fellow a better and more energetic 
salesman and advertiser than you? Whose fault is it, 
if the architect has in his office, samples of terra cotta, 
composition roofing, plaster boards for walls and ceil- 
ing, etc.’ 

Where are your samples of metal ceilings, roofing 
shingles, metal lath, and all the other articles, which 
you are in a position to retail? Have they been 
thrown aside as useless? A few spare moments used 
in handing them to architects, together with an ex- 
planation of their use and merit, would bring, in a 
very short time, results that would, without question, 
please your poor bank account. 

Collections. 

Collections maye be classified in three ways: Good 
accounts, Bad accounts, and Dead beats. 

Nothing need be said about the first, for they are 
a joy and a pleasure. 

3ut what about Bad accounts? It is not always the 
fault of a customer. Have you caused him in any 
way to become dissatisfied with your methods and 
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workmanship, so that he will have just reason for 
delaying the payment of a bill? 

Perhaps you have not been prompt in presenting 
your bill. Perhaps you have not followed up your 
collections regularly and systematically. This has a 
tendency to develop bad accounts, for you well know 
that an article once paid for generally proves more 
satisfactory than when not paid for. 

Too much attention cannot be given to the collecting 
end of any business. Careless efforts along this line 
will bring meager returns, and you alone will suffer. 

The only remedy for dead beats is to either refuse 
to sell them or insist on cash in advance. Why will 
good business men deliberately and knowingly con- 
tinue to extend credit to a dead beat, when they are 
fully aware that they stand to lose on the transaction ? 
Are they conservative about hurting the other fellow’s 
feelings? <A little thought along this line will con- 
vince you that the other fellow has no feelings and is 
willing that you should suffer. 

A man’s credit is really based on character. Char- 
acter is based on good intentions, actions and a man’s 
influence for good in a community. Good character 
pre-supposes good credit. 

Summing it all up, it seems to be “up to” the Sheet 
Metal Contractor to wake up and “get in the game.” 
“Play the cards,” as they have been placed in your 
hand. 

Where is the energy and ambition you had as a 
young man just starting in? Are you trying to out- 
sleep Rip Van Winkle only to wake up some day and 
find the world is getting along better without you? 

Do you want more business, better business and a 
bank account to be proud of? 

Then go after it with your competitor. 
operation. Throw the poor material in the junk heap. 

Overcome substitution by aggressive salesmanship 
and effective advertising. 

Open your eyes to the possibilities of development 
about you and the world of successful progress will 


Try co- 


have made a step forward. 
2-2 ___—_ 


NATIONAL ASSOCIATION OF SHEET METAL 
CONTRACTORS URGES MEMBERS TO CO- 
OPERATE WITH TRADE DEVELOP- 
MENT COMMITTEE. 


In the following letter sent to all locals and individ- 
ual members of the National Association of Sheet 
Metal Contractors, Edwin [.. Seabrook, Secretary, 
urges them all to interest themselves in the work of 
the Trade Development Committee and to co-operate 
with them in elevating the trade to a higher standard 
and better business conditions: 

To All Locals and Individual Members: 

Your attention is invited to the work of the Trade 
Development Committee of our National Association, 
as outlined in the various articles appearing in the 
trade papers circulating among our trade. 

The work of this committee is of sufficient import- 
ance to justify the co-operation of the entire sheet 
metal industry. As its name indicates, it is to devise 
ways and means for increasing the output of sheet 
metal as applied to building construction. 


the following: 


How can the demand for more sheet metal be cre- 
ated? How can more people be induced to use sheet 
metal rather than substitutes for this product in build- 
ing work? Surely every one has some idea how this 
can be done. It is these ideas that the Trade Develop- 
ment Committee needs. 

If you have any suggestion to make, pass it along in 
writing to the committee. If you feel disposed to 
write a lengthy letter or even a paper on the subject, 
the committee will be very glad to receive these. Do 
you realize that other merchants are enthusiastic about 
booming the goods they have to sell, constantly en- 
deavoring to find new avenues for sales? Is there any 
reason why the sheet metal industry should not get en- 
thusiastic over increasing the demand for sheet metal ? 

An advertising campaign is in the air; how soon it 
will develop no one knows, but the greater the inter- 
est of our trade in the matter, the sooner it will come. 
If advertising creates a demand for chewing gum, 
which is a luxury, will it not do likewise for sheet 
metal, which is a necessity? Get behind this entire 
project and PUSH! Send your ideas, suggestions, 
letters or papers to Mr. George Harms, Chairman. 
1313 S. Adams St., Peoria, Il. 

Very truly yours, 


Epwin L. SEABROOK, Secretary. 


261 South Fourth Street, Philadelphia, Pennsyl- 
vania, December 27, 1915. 
— em 





FIREPOT IN WHICH GAS IS SUPERHEATED 
BEFORE BURNED. 


The accompanying illustration shows the Clayton 
and Lambert I‘irepot Number 71 in which the burner 
has two heating surfaces and the 
gas which is generated from the 
gasoline is said to be superheated 
before it is burned, producing 
intensely hot blue flames burning 
from each side towards the cen- 
This firepot is made for tin- 
and 


ter. 
smiths, roofers, electricians 
other metal workers, and among 
the numerous advantages  at- 


tributed to it, may be enumerated 





Firepot. 


Number 71 


It is smokeless, odorless and noiseless, 
and has a heavy gauge steel tank with bottom and 
fittings welded in, not soldered, thus making it extra 
strong and durable. The top is so constructed that a pot 
of lead can be melted and a pair of 12-pound soldering 
coppers heated at the same time. A sub-flame for the 
generator allows the heating flame to be turned low if 
desired, thus saving fuel expense, and the maximum 
heat can be obtained at a notice. The 
flames are protected from wind or storm by a hood, 


moment's 


and ample air pressure is supplied by a patented auto- 
matic brass pump. Catalog describing this and other 
firepots and torches can be obtained from the Clayton 
and Lambert Manufacturing Company, Detroit, Mich 


igan. 


2-enr - 
No man is a good buyer simply because he knows 
merchandise: he must also know current prices and 


the trend of the market. 
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ROOFING MADE FROM COPPER BEARING 
OPEN HEARTH STEEL. 





In the selection of roofing sheet metal, one must 
take into account the effect of the acids, gases and 
fumes that are always present in the air, together 
with the action of the elements. The ideal roofing 
must be durable, fireproof and above all, rust and cor- 
rosion resisting. These characteristics are said to ap- 
ply to copper bearing open hearth steel sheets, the 
manufacturers of which affirm that a series of actual 
tests in coke regions, at the seashore and in rural dis- 
tricts have demonstrated successfully their acid, rust 
and corrosion-resisting properties. Additional in- 
formation of this sheet metal is contained in several 
booklets treating of the effect of copper in steel sheets 
used for roofing, giving details of the tests, illustra- 
tions, tables and analyses. With these may be secured 
full details of Keystone copper bearing, Apollo Best 
Bloom galvanized sheets, black sheets, formed roof- 
ing products, tin plates, etc., by addressing the Amer- 
ican Sheet and Tin Plate Company, Pittsburgh. 


DURABLE RAIN WATER CUT-OFF. 





The accompanying illustration shows the “Centen- 
nial” Rain Water Cut-Off, which is manufactured by 
7 vii, W 


the Sullivan Geiger Company, 


Indianapolis, Indiana, and 
claimed by them to be the 
strongest, most durable and 


cheapest cut-off on the market. 
It is also said to be the only pe 
single cut-off made to fit corru-§ 
gated and plain pipe and which 
can be used without extra pipe 
or elbows. These features are 
stated to have made this device centennial Rain Water 
extremely popular, and it is of- Cut-Off. 

fered for sale by many leading jobbers. For further 
details address the Sullivan Geiger Company, 501-509 
Madison Avenue, Indianapolis, Indiana. 








SOLDERING IRON EASILY CHANGED TO 
BRAZING TORCH. 





A soldering iron which, it is said, can be easily 
changed to a brazing torch or a branding iron by sim- 
ply removing the point and firebox and attaching the 
brazing burner or brander, respectively, is manufac- 
tured by Lyon, Conklin and Company, Incorporated, 





New Marvel Soldering Iron with Brazing Attachment. 


saltimore, Maryland. The principal feature of this 


device is that the fuel and heat are contained in the 
iron, and it is stated to have proven itself a practical 
working tool that can be depended upon in every case 
and at the same time costs very little to operate. Ac- 
cording to the manufacturers, the New Marvel self- 
heating iron can be used successfully in the strongest 


wind with the point in any position; the handle is 
placed so that the tool is nicely balanced, and the fire- 
box is entirely enclosed, thus eliminating any possibil- 
ity of setting fire to a roof or ruining work that is 
being done. The company also makes conductor pipe, 
eaves trough, stove pipe, elbows, etc., and full particu- 
lars may be obtained by addressing Lyon, Conklin and 
Company, Incorporated, Baltimore, Maryland. 





NOTES AND QUERIES. 





“TURNER” BLOW TORCH. 
From Barker Brothers, Marseilles, Illinois. 

Kindly advise who manufactures the “Turner” blow 
torch. , 

Ans.—Turner Brass Works, Sycamore, Illinois. 

“O. K.”’ STOVEPIPE. 
From Hibbard, Spencer, Bartlett and Company, Chicago, 
Illinois. 

Can you tell us who manufactures the “O. K.” 
stovepipe ? 

Ans.—Hemp and Company, St. Louis, Missouri. 

“MORNING GLORY” VACUUM CLEANER. 
From Biddle Purchasing Company, 208 South LaSalle 
Street, Chicago, Illinois. 

Please advise who manufactures the “Morning 
Glory” vacuum cleaner. 

Ans.—This was formerly made by the Perry Manu- 
facturing Company of Chicago who are now out of 
business and their line was discontinued. 

METAL SCRAP. 
From the U. S. Plumbing and Heating Company, Ontario, 
Oregon. 

Kindly tell us who buys aluminum, copper, brass 
and zinc scrap. 

Ans.—Great Western Smelting and Refining Com- 
pany, Seattle, Washington; Loraine Smelting and Re- 
fining Company, 25 North Dearborn Street, Chicago; 
Pacific American Metal Company, Portland, Oregon, 
and the Safrican Company, 3950 South Union Street, 
Chicago. 

PRESSED METAL AND MALLEABLE IRON PULLEYS. 
From C. and E. Manufacturing Company, Marshalltown, 

Iowa. 

Please tell us who manufactures pressed metal and 
malleable iron pulleys. 

Ans.—Pressed metal: Barry Company, Muscatine, 
lowa; Philips Pressed Steel Pulley Works, 4th and 
Glenwood Avenue, Philadelphia; Grand Rapids Hard- 
ward Company, Grand Rapids, Michigan, and Strong, 
Carlisle and Hammond Company, 336 Frankfort Ave- 
nue, Cleveland, Ohio. Malleable iron: W. D. Allen 
Manufacturing Company, 133 West Lake Street; and 
Reeves Pulley Company, Clinton and Monroe Streets; 
both of Chicago, and Grand Rapids Hardware Com- 
pany, Grand Rapids, Michigan. 

WHITE ENAMELED TOPS FOR KITCHEN TABLES. 
From G. E. Blockie, 122 West First Street, Oklahoma 
City, Oklahoma. 

Kindly advise who manufactures cast iron white 
enameled tops for kitchen tables. 

Ans.—Cleveland Metal Products Company, Cleve- 
land, Ohio; Ingram-Richardson Manufacturing Com- 
pany, Beaver Falls, Pennsylvania; and the White 
Enamel Refrigerator Company, 1340 Universal Ave- 
nue, St. Paul, Minnesota. 
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NEW PATENTS. 
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1,164,414. Clothes-Line Attachment. William F. Sholl, 
Hubbell, Nebr. Filed October 30, 1915. 

1,164,420. Staple-Drawing Tool. Josiah Smith, Fremont, 
Ohio. Filed December 19, 1913. 

1,164,443. Egg-Beater. Esidoros Yiakas, Wheeling, W. 
Va. Filed July 20, 1915. 

1,164,510. Stove. John James Hanna, Quanah, Texas. 
Filed May 20, 1915. 

1,164,568. Saw-Gage. Luca Belsanté, Gloucester City, N. 
J. Filed March 5, 1915. 

1,164,646. Pop-Gun. David Heyman and Thomas Ray- 
mond Arden, New York, N. Y.; said Arden assignor to said 
Heyman. Filed May 5, 1915. 

1,164,665. Gun Cleaner and Protective Device. Ira L. 
Reeves, South Natick, Mass. Filed July 12, 1912. 

1,164,692. Rope-Lock. Jacob C. N. Wistendahl, Brook- 
lyn, N. Y. Filed Apr. 7, 1915. 

1,164,743. Lock. William H. Musselman and John G. 
Musselman, Chili, Ind. Filed July 8, 1915. 

1,164,755. Folding Sheet-Metal Box. William J. Rouse, 
Williamsport, Pa. Filed Sept. 17, 1913. 

1,164,765. Wire-Cutter Attachment. 
Brooklyn, N. Y. Filed July 20, 1915. 

1,164,776. Can-Opener. Edward A. Arbanasin, Truckee, 
Cal. Filed May 25, 1915. 

1,164,777. Rolling-Pin. 
Ill. Filed May 25, 1915. 

1,164,785. Culinary Implement. 
Lucasville, Ohio. Filed Mar. 8, 1915. 

1,164,823. Stove-Lid Lifter. William B. La Masters, San 
Marcial, N. Mex. Filed May 15, 1914. 

1,164,842. Combined Saw Set and Jointer. Ole Minsaas, 
Tacoma, Wash. Filed May 6, 1915. 

1,164,845. Fireless Cook-Stove. Morton Murphy, Janes- 
ville, Wis. Filed Feb. 20, 1915. 


Arthur W. Slee, 


Edward Aschbacher, Wilmette, 


Margaret R. Crowe, 
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1,164,849. Door-Lock. Einar Nilsen, Baltimore, M 
Filed Jan. 30, 1915. 

1,164,877. Lock. 
June 7, 1915. 

1,164,905. Sled-Brake. Joseph A. Armstrong and Emil 
Olsen, Ephraim, Utah. Filed May 20, 1915. 

1,164,916. Animal-Trap. 
Mass. Filed July 22, 1915. 

1,164,928. Arm-Band. Catharine F. Corcoran, Williston, 
N. D. Filed June 12, 1915. 

1,164,995. Lid For Stoves. 
D. Filed July 23, 1913. 

1,165,102. Door-Lock. 
Il. Filed Sept. 5, 1914. 

1,165,125. Clothes-Line Support. Louis I. Renault and 
Christie J. Drago, New York, N. Y. Filed Oct. 26, 1915. 

1,165,188. Milk-Pail Support. Marcus H. Lien, Ken- 
nebec, S. D. Filed June 8, 1915. 

1,165,226. Scissors. Benjamin C. Cassady, Portland, Ore. 
Filed Mar. 15, 1915. 

1,165,229. Milk-Can Container and Server. 
Davis, San Francisco, Cal. Filed Jan. 11, 1915 

1,165,245. Knife-Sharpener. Adolphus D 
Lynchburg, Va., assignor of ,one-half to Robert M. Crane, 
Lynchburg, Va. Filed Apr. 9, 1915. 

1,165,246. Plumb and Level Gage. Amos C. 
North Webster, Ind., assignor of one-half to John Angel, 
North Webster, Ind. Filed Mar 20, 1915 

1,165,277. Hose-Reel. Melvin L. Munson, Schenectady, 
N. Y. Filed Mar. 5, 1915. 

1,165,317. Lamp-Chimney Holder 
Goldson, Ore: Filed July 3, 1915. 

1,165,329. Door-Hanger Peter Frantz, Sterling, IIL, as- 
signor to Frantz Manufacturing Company, Sterling, Ill. Filed 
Dee. ZY. I9it, 


Gustov Schulz, Jansen, Neb. Filed 


George FE. Brown, Lowell, 


Edward Daum, Okaton, S. 


George H. Johnson, Rockford, 


Thomas J. 


Goodwin, 


Greider, 


George W. Carter, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








HIGH PRICES DO NOT SCARE BUYERS OFF 
IN METAL MARKET. 


“These are days that cause us more anxiety with 
regard to taking care of such business as insists on 
coming in rather than as to how we are going to get 
more business.” 

This quotatiuon which comes from a man promi- 
nently identified with the steel industry in this country 
very aptly describes the situation in that field at the 
present time. The remark was made during an inter- 
view which the editor of AMERICAN ArtiISAN had with 
him during the week just past and the gentleman re- 
ferred to was absolutely sincere in his statement: 
With many mills it is no longer a question of going 
out to get more business for the next six or nine 
months but rather of so caring for their present cus- 
tomers as to keep them fairly well supplied until the 
situation eases up and mills will again be able to take 
on new business. Prices have very little to do with 
the question of accepting an order in these days ex- 
cept, of course, that the nominal market quotation 1s 
not at all to be taken as an indication of the real price 
that has to be paid by those who must secure supplies 
now because they were not foresighted enough to place 
their orders before the market became congested, for 
premiums on all sorts of steel products are being of- 
fered without acceptances even as high as $5.00 and 
$6.00 per ton above the nominal market quotations. 

In some lines quotations have been advanced. 
While these advances have been made they indicate 
only the strength of the market so far as the mills are 
concerned, because very little business is being taken at 
the new figures—not because buyers are not willing 
to place orders but because the mills are not in posi- 
In other lines, however, the ad- 





tion to accept them. 
vances are proper reflections of the conditions of the 
market and considerable transactions have been com- 
pleted, such as for instance in copper where a large 
order for export to Great Britain, amounting to 60,000 
long tons or about 135,000,000 pounds, was placed at 
21 cents. 


STEEL. 


Steel mills engaged in making bars, shapes and 
plates continue to show little inclination to take on 
business. In fact, they have turned down a number 
of inquiries for first half delivery of bars and plates 
which had been presented toward the close of the pre- 
vious week but had not been acted upon. Fabricators 
are presenting new requests to makers of shapes but 
are receiving little encouragement on their inquiries 
for second quarter deliveries. The majority of fabri- 
cators are said to be well covered through the second 
quarter but industrial plants anxious to add to their 
productive capacity are endeavoring to award erecting 


contract and thus increase the demand by fabcricators 
for plain material. 

Makers of structural material have been able to 
exact high premiums in every case where delivery be- 
fore July 1, 1916, has been requested and agreed upon 
and the nominal quotation of 1.99 cents Chicago mill 
does not in any sense represent the market, for as high 
as 2.49 cents Chicago is known to have been paid for 
bars, shapes and plates. 

COPPER. 

The copper market has reached the highest figure 
within the past ten years, the closing quotation being 
23 cents for Electrolytic to be delivered during Jan- 
uary. <A large order which was placed during the 
past week for export to Great Britain was put through 
at 21 cents and immediately after this order had been 
recorded the market advanced to 21%. cents. Domes- 
tic manufacturers of copper products seem to have 
been caught asleep and just to have awakened to find 
a situation which makes it necessary for them to pay 
a price much higher than they would have had to pay 
if they had placed their orders a couple of months ago. 
It is reported that the leading refiners are well sold up 
for the first four months of 1916 in spite of unusually 
large production at the mines and smelters. 

Aside from the ammunition trade, there is a pro- 
nounced expansion noted in the domestic consumption 
of copper for electrical purposes and buying by wire 
drawers and others is further depleting the stocks. 
The Chicago warehouse prices on sheet copper has 
again been advanced this time to 27 cents base which 
is a rise of 114 cents above the ecember 25th ques- 
tion. 


TIN. 

While the tin market is fairly quiet, the undertone 
has remained steady and Spot tin is held at 39% cents 
which is practically the same figure as noted a week 
ago. In Chicago, no change has been made by the 
warehouses, the quotations being Pig, 44 cents and 
Bar, 45 cents. 


LEAD. 

There has been practically no change in the lead 
market during the week, very few sales being noted. 
The Spot price in New York has been held at 5.40 
cents per pound with East St. Louis quotation at 
5.32% cents. No change has been made by Chicago 
warehouses. 


SOLDER. 

Chicago warehouse prices on solder have been re- 
duced % cent per pound during the week, the new 
quotations being :Guaranteed, 1%4 & ™%, 25 cents ; Com- 
mercial, 4% & Y%, 23% cents; Number 1 Plumbers, 22 
cents. 
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WIRE PRICES AGAIN ADVANCE. 

On top of the advance of $2.00 per ton on wire and 
wire products which took effect December 2oth, an- 
other advance was announced on Monday, December 
27th, amounting to $1.00 per ton. Chicago prices to 
jobbers are: Plain wire, 2.19 cents; painted barb wire, 
2.49 cents; galvanized barb wire, 3.19 cents; nails, 
2.34 cents; and polished staples, 2.34 cents. Prices to 
retailers are 5 cents higher for carload lots and 15 
‘cents higher for less than carload lots. 


MANY LINES OF BUILDERS’ HARDWARE 
ADVANCE. 

Manufacturers of many lines of builders’ hardware 
and tools have withdrawn prices, and it is expected 
that new quotations will be announced showing an 
advance running. from 10 to 25 percent and even 
higher in some cases. 


REGISTERS AND REGISTER FACES HIGHER 

The new discount sheets which have been sent out 
by manufacturers of warm air registers and register 
faces show that prices general have been advanced 
about 5 per cent, to take effect January first. 


TIN PLATE. 

Independent manufacturers of tin plate have ad- 
vanced prices $3.00 a ton so that the new basic prize 
is $3.75 per hundred pound cokes, f. o. b. Pittsburgh. 
This advance has been expected for some time and it 
is not altogether unlikely that another rise wil Itake 
place in the near future bringing the price up to $4.00 
base. 


SPELTER. 

The spelter market is quiet with prices slightly 
lower. The Spot price in New York is 17.42%, cents 
per pound with holders in East St. Louis 17.25 cents 
per pound for immediate delivery. There have been 
no changes announced by Chicago warehouses and the 
situation may well be classed as being decidedly favor- 
able for the producers. 


SHEETS. 

While we holiday week has not been particularly 
busy, there has been no let down in the market on all 
lines of steel sheets and conditions are no more en- 
couraging to those who are looking for lower prices 
than they have been for the past month. If anything, 
quotations are showing a tendency to still further ad- 
vance and premiums are being paid in every case 
where quick delivery is sougth. Chicago warehouse 
prices are firm at 2.90 cents for 28 gauge black sheets ; 
28 gauge galvanized sheets at 5 cents and blue an- 
nealed sheets at 2.40 cents for 10 gauge. 





OLD METALS. 

While the holidays have naturally tended to make 
business slack during the past week, the volume of 
sales in scrap and old metals was quite considerable 
and the prices which dealers are willing to pay remain 
on about the same level as during the week previous. 
The Chicago quotations for net tons of steel and iron 


are as follows: Old steel axles, $21.00 to $21.50; old 
iron axles, $19.000 to $19.25; steel springs, $15.00 to 
$15.25; Number 1 wrought iron, $14.75 to $85.25; 
Number I cast iron, $13.50 to $14.00. Prices for non- 
ferrous metals are as follows per pound: Light cop- 
per, 15.00 cents to 15.50 cents; light brass, 91% cents 
to 10% cents; lead, 4.50 cents to 4.75 cents; zinc scrap, 
12.00 cents to 12.50 cents; aluminum, 35.00 cents. 


PIG IRON. 

In one respect 1915 stands pre-eminent among other 
years. That is in sales of merchant pig iron which, 
of course, excludes the metal produced and used by 
the steel companies themselves. These sales will prob- 
ably be very little short of 7,000,000 tons, and while a 
good deal of this business has been done at prices 
much lower than the prevailing quotations much of it 
has also been transacted at figures which compare well 
with the prevailing prices. In Chicago, Northern Num- 
loundry ranges around $18.50 with Southern 
Number 2 at the same figure. The Pittsburgh mar- 
ket reports Northern Number 2 at $18.95 to $19.45 
and Birmingham is now asking $$16.00 for Southern 
several thousand tons of iron being sold 


ber 2 


Number 2, 
at that price durin gthe week. 


Rogers, Brown and Company's Market Report, Cin- 
cinnati, Ohio, December 31, 1915: 


The usuai holiday stagnation has not appeared this 
year, altho sales of pig iron have not been for the large 
tonnages negotiated during the weeks preceding. An ac- 
tive demand, however, continues without the slightest 
hesitation, pressure being brought to bear on producers 
to rush shipments of both iron and coke. This raw ma- 
terial is not being accumulated as insurance against a pos- 
sible shortage, but is being hurried into cupolas. “Make 
deliveries or we must shut down,” is the cry. This has 
brought about advances in some districts, a Virginia 
manufacturer making a dollar raise on one brand. Early 
in November the optimists in the Birmingham district 
predicted $15.00 iron by the first of the year, but scarcely 
dared hope for anything better. Some last half 1916 busi- 
ness has been placed at $16.00 and there does not appear 
to be anything less than $15.00 in that district for ship- 
ment prior to July, 1916. It is anticipated that a general 
advance will be made in most districts soon after the first 
of the year. 

Ferro-manganese is again attracting considerable at- 
tention. Several of the domestic producers have with- 
drawn from the market. In fact, one of them has become 
a purchaser. The English product has been advanced 
$10.00 per ton, making the price $110.00 seaboard. Even 
at this figure it is not being offered for shipment from 
abroad prior to March. 

All grades of coke are exceedingly scarce, especially 
in the Connellsville field, this being due in part to car 
shortage and heliday labor conditions. 





CHICAGO. 
No. 1 foundry, Northern, at furnace.........$18.50 
No. 2 foundry, Northern, at furnace......... 18.00 
No. 3 foundry, Northern, at furnace......... 17.50 


18.00@ 18.50 
17.5070 18.00 
17 00@17,50 
16.507 17.00 
18.00@ 18.25 
20.75 


SOUtherft.......6 cc ccc cece wes 
No. 2 foundry, Southern.................. 
No. 3 foundry, Southern.................... 
Gray forge, Southern.................. 
Malleable LS a Me Rar bwes 4%, a0. 8545 

Lake Superior Charcoal....................- 
PITTSBURGH. 


No. 1 foundry, 


. $18.95 
18.457 18.95 
19.457 20.95 


Nore2 fOUREEY:. so. sce cee cece wes 
Gray forge 
3essemer 


PR en aig cock, ei ud dy Gla aids mia HK He Behe Ord Heder BG 18.95 
Malleable SighBrsie Sa cava aia ater en aes 18.457 18.95 
Southern No. 2...........-eceeeeeeeeceecess 17,55@18.05 


16.55@)17.05 


Southern forge pases pes Gere 
BIRMINGHAM. 
$16.00(@ 16.50 


No. 2 foundry....... 5 
NO 2 SOFES coc ccc ccc ee cncc cc cesscctcccss es LOQU@IGSO 
NOs (S) SOGNGEV 2a o5 5s ci dcees Mo ceteris 15.007a16.00 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 


PIG IRON. 


Northern Fdy., No. 1 
Northern Fdy., No. 2.. 
Northern Fdy., No. 3... 
Southern Fdy., No. 1 
Southern Fdy., og 2 
Southern Fdy., ye 
Lake Sup. ea 
SDL s bsaeSasevecesesves 





FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
IC |, SOP Re rere ree $7 20 
IX PEL ébetenssbebe ste 7 95 
IXX DD biessees sense es 8 75 
8 rey 9 55 
— LO eee 10 40 
SE errs 14 40 
1x aa 15 90 
IxXX ary 17 50 
i: 9° ge eer 19 10 
ae 6 | ee 20 80 
COKE PLATES. 
Cokes, 180 Ibs....... 20x28 $ & O05 
Cokes, 200 Ibs....... 20x28 868 30 
Cokes, 216 lbs....... IC 20x28 8 65 
Cokes, 270 lbs....... IX 20x28 10 40 


BLUE ANNEALED SHEETS. 


See per 100 Ibs. $2 40 
Ss |) ibn eee per 100 lbs. 2 45 
| ea per 100 lbs. 2 50 
| ee per 100 lbs. 2 60 
ONE PASS COLD ROLLED BLACK 
JS See per 100 Ibs. $2 70 
__ ae per 100 lbs. 2 75 
J See per 100 lbs. 2 80 
Se eS per 100 lbs. 2 85 
3 eee per 100 lbs. 2 90 
GALVANIZED. 
a ere ee per 100.bs. $4 25 
No. 38-20........ -per 100lbs. 4 40 
le 1 >, ee per 100lbs 4 55 
J See. per 100lbs. 4 70 
OS ee. per 100lbs. 4 85 
SS eer. per 100 lbs. 5 00 
| eres per 100lbs. 5 30 
POLISHED SHEET STEEL. 
lg. See eee per 100 Ibs. $4 55 
Oe Serer per 1001bs. 4 65 
OS 2 eer re per 100lbs. 4 75 
ok. Sa er per 100Ibs. 4 85 
SMOOTH STEEL. 
Per 100 Ibs 
Wood' s Smooth, No. Fh beets a wien $3 00 
No. 22-24.. . 3 05 
. x No. 35- OS 3 10 
‘5 ie! a 8e.....:.08 is 
r i ee ree 3 25 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
PS pS eek noes cn eae ee ¢ 


9 11 
PATENT PLANISHED SHEET 
STEEL. 
Dickey Planished Sheet Steel 


SOLDER. 
XXX Guaranteed 3 & 3. -per Ib. 
Commercial 4 & 4 
No. 1 Plumbers......... 


SPELTER. 
IRE ce eunsawswntcws ous ee 184c 


SHEET ZINC. 


CPR res oe we de eee $23 00 
Less than Cask lots. .$23 25 to $23 75 
COPPER. 

Copper sheet, base....... .0. so 2ae 











LEAD. AUGERS. 
ao CRN Eo 5005s Gickeexe owe o% $5 75 | Boring Machine................. 70% 
Rr re ee reer 6 25 J Se ee ee ere 50% 
National (White) brands (in less oe) | ea 70% 
than 100 tb. lots), per Ib........ c 
Sheet. Hollow. 
Full coils........ per 100 lbs. $6 25] Bonney’ — $30.00...... 75 4 Be 
oe per 100lbs. 6 30] Stearns, No.3.............. 
ALUMINUM Post Hole. 
Carload lots. Digwell, 6-incé gs = on gaa ee 
wan’s Post Hole an ell... 
No. 1 Pure Ingot..... per Ib. $0 60 Vaughan’s, 4 to 9-in...per doz. 6 60 
DENN soc bacetabse as 75 
Ship. 
TIN 
: Ford's, with or without screw. .50% 
i. WOR Pro ree perlb. 30 44 Snell’s 40-5% 
eee ee 45 
— AWLS. 
rad. 
HARDWARE io 3 my peat ee per | doz. $0 bo 
o. 1050 Handle 
Shouldered, assorted 1 to 4, os 
MP LON PETER ET, per gro. 0 
Patent asst’d, 1 to 4 7 70 
ADZES 
Carpenters me = 95 
<r ae 
PAIS Sb apbossasnnesenenee 40% OCS el eased “ 90 
ge 8 15% ~ 
ar 
Peen ee Piee she peeps ae DOE Gc oseuse . 1 50 
RES i scctuussetecieseds ae sete - 4 
Railroad. Scratch. 
EN ccchbsenasesaawsoere 40% No. 1 handled....... = 5 40 
No. IS, socket han’ld. per doz. 1 25 
i No. 7 Stanley........ 1 7§ 
ip. 
PRRNOS Sb esG seh ui eaves oxuue 40 
RRR nee enigtomee ise AXES. 
Boy's Handled. 
Lippincott, 3 th.. om: doz. ” 00 
AMMUNITION. Marshall Falls City. 5 00 
Caps, Percussion—per 1,000. Broad. 
f ee Waterproof, 1-10s........ ie Plumbs, West, pat. ee 
CoCo Creer ererereceeresece Can. at............35 % 
Steed lanee Shae be Se ead > hedee 68c “ Firemen’s (handled), i 
ja 250, <n ee 00 
Shstic: tilaes Plumbs, Miners’ (handled) 9 00 
Loaded with Black Powder..... 40 a : 
Loaded with Smokeless Powder, % Single Bitted (handled). 
medium grades.......... 0& 5% Blood’s Champion........... $10 50 
Loaded with Smokeless dane. Blood’s Dull Finished........ 9 50 
high grade........ 40& 10& 10%] Rough Rider................ 50 
NEN S35). Sin en tose Siaeis eG mcm 6 7! 
ae Perfect Premier, Forest Clipper 8 50 
inchester: 
Smokeless Repeater Grade. .40 & 5%! .. ; . 
Smokeless Leader Grade 08108104 Single Bitted (without handles). 
UME POWEE ... os sc osececcced Blood’s Champion........... $8 25 
se pm 0 eee 7 as 
EE OE soo cicccuaes cue 6 00 
Gun Wads—per 1,000. i oneal 
Winchester Gun Wads..... oceelS% 
Double Bitted (without handles). 
ait Rach Blood’s Champion, 3} to 44 ”. ie 
St SS a eee per doz. 
DuPont’ s Sporting, kegs... .. - -$10 25| Flint Edge.......... is 8 50 
Fy kegs. 5 40| Perfect Premier...... ee : 
« “ i kegs. 2 85| The above prices on axes of 3 to4 Ibs. 
DuPont's Canisters, 1- -.. 46 are the base prices. 
-] i 26 34 to 4} ibs. advance 25c. 
* Smokeless drums... 23 49 4. to 5_ lbs. advance 50c. 
- * kegs.... 11 88 ,43 to 53 Ibs. advance 75c. 
a # }-kegs... 6 08 
ca ne 10-can drum 4 86 
ne : t-kegs... 3 12 BAGS, PAPER NAIL. 
canisters 54 
Pounds..... 16 20 25 
- Per 1,000. "g9 0 375 450 5 00 
ot. . 
Drop shot, sizes smaller meee? 
B 25-Ib. bags, per bag.. 70 BALANCES, SPRING. 
Drop shot, B and larger sizes, 
25-tb. bags, per bar. ...... a RON 55: sig sb vost wha Blew sis iene 20% 
Buck shot, 25-tb. bags, per, bag 1 95 
Chilled shot, 25-Ib. bags, ‘ 1 95 
Pn BARS, CROW. 
ORS. Pinch or Wedge Point, per cwt.. $3 25 
Expansion Screw Anchors....:...60% 
BASKETS. 
ee ~— ae? Clothes. 
renton, o See 9ic per Ib i 
Trenton, 83 to 250 Ibe......9he per ib’ | prear,tee*7777 Pee doe 7 OO 
‘ Large or guineas a = 10 50 
ASBESTOS. Galvanized Iron. 4bu. 1 bu. 1} bu 


Bcard and Paper......... $3 00 Cwt. 


Per doz..... ssp 50 35:00 6 75 


BEATERS. 
Carpet. 
No. 13 Tinned Spring Wire.. 


Per doz, 
.£ 0 90 








No. 11 Spring Wire coppered. 1 30 
NO. 10 PHOBION «5 oc ceeee Tr) 
Egg. Per doz. 
No. 50 Imp. Dover re $ 0 75 
No. 102 “ tinned 90 
No. 150 “ * hotd..... 150 
No. 10 Heavy hotel tinned. , 2. 
No. 13 ; o2o 
mo, 15 ™ <8 id 3 60 
nN, 16 “ si ee 4 50 
BELLOWS. 
SRIENE Bosades 6656960500 65% 
Hand. 
ee doz. 7 50 
Oe. Sey es es 9 40 
Moulders’. 
De ee re a 12 60 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 
Cow. 
SR ONO. ks os asubasceuse 
RE Or re. 65&10% 
Door. Per doz 
New Departure Automatic... $6 50 
Rotary. 
3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell, hl 6 00 
3 -in. Nickeled Steel Bell. 4 50 
34-in. Nickeled Steel Bell. 5 00 
Hand. 
Hand Bells, polished....... 40&10% 
he ES ae ee 40% 
fc & yo” Sree To 
Eee eee 40&334% 
UE CNG. Osis suis Ge eau 334% 
Miscellaneous. 
Church and School, steel alloy... .50% 


Farm, lbs... 40 50 75 100 
Ss cians ‘$1 90 240 355 475 


BEVELS, TEE 
Stanley’s, rosewood handle, new 
i. 





cee nigh a ew heed CE bib ok 6 os MO ets 
Stanley’s iron handle............ Nets 
BINDING, OILCLOTH 
a rr ee rere 75% 
RS eee ee are rarer 70% 
MR sto soci s esac 15% 
BITS. 
Auger. 
Extra Double Spur.........70&10% 
Ford’s Car and Machine.. oe 
PAOEEE CORED) 5 60's 015 0.5. 6:5 50 vee es 4 % 
RR ise Ake Ss ig a aie 50% 
Russell Jenning’s.......... 30&10% 
Clark’s Expansive Saal ool deine oe 65% 
Steer’s Small list, $22 00. .25% 
“ Large “* $26 00..25% 
Ce) ck 6) Sr a 
Ford’s Ship Auger pattern 
ROBE. sib baste des eeaviensese % 
ers (iewewheesssce 15% 
Countersink. 
No. 18 Wheeler’s.....per doz. $1 60 
No. 20 “ Sg 6 2 40 
American Snailhead.. “ 1 10 
ie 1 20 
“a eae “i 1 00 
Mahew’ S Wea sees <4 90 
BOM. 6 sxes - 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern. . -per | doz. $0 v4 
German 
Gouge ef 
Spoon es 15% 
Countersink sg 1 30 
Reamer. 
Jenning’s Square..... <g 2 50 
Standard Square..... x 2 00 
American Octagon... “ 75 
Screw Driver. 
No. 7 Common..... ee 55 
No.1 Triumph...... & 1 25 
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BLACKING, STOVE. (See Pozish), BROILERS. 

BLADES, SAW. MPs cc eas Sa uh ws oes ae oe 70% 

Butchers’. No. Ciena: Self-basting, 90 doz. $2 50 
Standard, BM IGM. +0 40500008 35% 

Clock Spring. .+.+.+ceeteee: 35% BUCKETS. 
eee rrr: oe. — 

Hack. WOOO 6 os 0000 50.0 per gro. $4 75 
Re ee ae 4 75 
Pr cre 30% oS es 7 50 
| REE RRR rr rr oes % ae clea ad pitas ps +e 

Wood. 

BOONE. gn csec seo = t-¥ $2 bs Well 
‘isston ede 16, 26 
Galvd, Qts 10 12 14 
ps ee ae Vicaseen a Oe Ber ic ey $2 90 3 25 3 40 
ooden, top ear, plain, per doz. 

death BLOCKS. a (5 18 
Ee ee nee BUCKS, SAW. 

s poe seeceeee 50% MOMMIES 665.55 sine 5s per doz. $2 40 

Tackle. 

Iron Strapped.......... .. -70&10% BURRS, RIVETING. 
yn a | rrr ir 60% Copper Burrs only Bye eee ee 5% 
Tinners’ Iron Burrs only....... 65&5% 
BOARDS. % 

Stove. : —- BUTTS. 
cod soo laaiaatel Dias 72 ee ae 608&5% 
Wabash Mossic.......... “ Wrought Brass (New List). . . .50&10% 
Wabash Delft Enameled.. a Wrought Steel, Bright............ 65% 
Wabash Art Inlay...... E “ Wrought Steel, Japanned.......... Ne, 

Wash. CALIPERS. 

No. 760, Banner Globe, he $2 50| Double... sseeeeeeeeeeeeees 35% 
eke 652, tobe | "ideale Inside and Outside.............. a 
Rr tea ae ie 230 BE Rudco aso n0'slero aieiai oko aide'siere's OS 
No. 862, White Hen, (glass) oa CALKS. 
seis a eipiaiee amemuevese's per doz 7 ’ : 
No. 800, Brass King.. “ 3 30 ona 2 ~~ 
No. 172, Our Best, — saver) (Lufkin R. Co.'s), per M..... $3 75 
eae eeia a wean rdoz. 3 25|Toe. 
No. 964, Royal Blue, Gaamet Shoenberger............ perlb. 5c 
Sriaieeowe oe site abG0em perdoz: 3:25] Bememer...cccccscsoese 44c 
Po ee . 7 ¢ 
BOBS, PLUMB. DWONCR  Swineec stares siete 8ic 
Carpenters’. . CANS. 
No. 2, iron.......-- per doz. $0 60} Milk. 
EOL. eS 00’ s'e-0'9 ee 1 20] Holstein. 
Me We  giscdoses 3 22 Gals. . 8 10 
a SS eee ee 329 Per doz. 518 50 24 50 27 50 
No. hore yee - 4 40 
No. 113, brass plated. ‘“* 1 10 ~— Aeon, 
No. N30, nickel plat’'d ‘“ 150] # Gals..... 5 8 10 
Per y at -$19 25 23°75 25 00 
BOLTS. ‘tine 
Carriage, Machine, etc.  penaaaiam 8 10 
Carriage, ?x6 and sizes smaller Per dozen........ $25 75 2900 
BUA GNOTUET «|. 5 0:0 6:5:ein'n 0's 75&10%| Jersey Pattern 
Carriage, sizes larger and — | Sr 10 
rere 70&10% bl: oa ae $25 00 28 00 
Machine, }x4 and sizes —— 
GAIN HHOTCET. 2 3 o's 5 '6-c 10,2: 75&10% CAN OPENERS. 
Machine, sizes larger and long. O 
er than §x}x4........... 708:10% See Openers. 
LEE eee EL 60&10 
oS ee eer eee 808&10% CAPS, GUN. 
| Re Sn eartrerera ears 75% |See Ammunition. 
Gann ee 70% 

Setite Tear CARPET STRETCHERS. 

pny Sin ‘ 60% See Stretchers. 
Pip) 50) | ee Ch) 
Gem, bronze plated............ 20% CARRIERS. 

Barrel. Hay. 

Ce eee S eteaseael 60 Diamond, Regular...... each, &3 85 
MOORE rs sony aoa io 758&10%| Diamond, Sling........ 00 
Wrought, bronzed.......... 50&10% 

Flush. CARTRIDGES. 

WPI oir ss eae ses cme 40&10% | See Ammunition. 
Spring. 
a 75&10% CASTERS. 
Wrought, heavy........... 70&10%)| Standard—Ball Bearing...... .50&10% 

Square. air dass onie eon c zhi ait 60% 

Cr 50&10%| — mom Plate 
NAEP CCL Ee eee 0 n F tale. 
_— %o RIERE WO TRON o> 5 iy o.t. cc ue oles 60% 
BORERS. _ and porcelian wheels, new 

A lar. Se nec ateis 2 Ae aarp geri etd ine ie 60% 
as Falls - doz. $1 3 75 Philadelphia Plate, new list. 60% 
Sill Gocece Was st... - 8 00 Martin's Pirrciniais sas iclaca tae Weare age 60% 

° ne errr 75&10% 

Bung. pe 
Enterprise Mfg. Co.'s No. 1..15&5% CATCHERS, GRASS. 

No. 2..15&5%| Carroll’s, No. C........ per doz. $4 25 
Wildermuth’s, 
BOXES ig A ORE 2 3 

Mail, No......... 1 2 101 Perdoz...... $5 60 575 6 25 

bx oie Olnna' oie 5 6 
Per doz........ $3 50 5.00 15 00) Per doz.) 2)! $675 950 10 00 

Miter. 
ated SMO s iad Since Kies 5-0 6+ 15&5% CHAIN AND CHAINS. 
sean ng aniberenaen x Bizws Chnine< 

i ial Oi or aa i Doubleslack.......doz, pairs, $5 75 
BRACES. LL oa Snaps. 5 00 
o it Ms Scans ws 3 25 

“ys Non, to 146" "Besse 60%] Without Slide. ! . 2 85 
is | ee $3 50] 
ne | percents 3 00| Bright Ox Chains. 

__ ebaainn eet 3 30] 3-in., $7 25; 4-in., $5 45 per 100 Ibs. 

HayeRack. BRACKETS. Cable Coil Chains. 

, . oe 3 
Wenzelmann’s He “4% 1. per doz. . .= Per 100 tbs. $10 80 8 40 7’ 7 “bo 6 bo 
15 

Shelf. Per 160 Ibs. 6 00 5 90 s Ns 5 195 
Clover Wrought Steel.......... We cs os 0s 0s 1 
Clover Folding....... ere hrs. 65% for Co) ee 5 55 SSS 5 ‘es 








Cable Log Chain. Saw Filers. 

Advance 25c per 100Ib. on Cable Disston’s list, $30.00........... 30% 
Coil. aed — 0, er No. 1, 
P , 11.50; o. 3, $5.00 doz. 

Coil Chains, German Pat. Wentworth’s, No. 1, $6.25; No. 3, 

NAIM Sra ler osexe ete inuts 70% $8.75. 
NIN rincc.ccacacd cwatine 663% 
Neer A MN acelecereisis. e's See nek a's 65% CLAWS, TACK. 

German Pat. Halter Chains Cast, wood hdle....... per doz.45@60c 
Sa ic Ne 663% | Forged steel,wood hdle. “ $0 380 
BG cos icici iibew 8, od mares caiein 65% | Solid steel............ cs 1 00 
Be Ob oile soning cc dave warinas 60% P GIENE es cc csensiess = 50 

German Machine Chain. 
3/0—2/0O—1/0—1............. 50% , CLEANERS. 

Picture Chains men 

fe : Iwan’s Adjustable............. q 
Light Brass, 3 ft..... nai doz. $0 50] Iwan’s Sentioneny. Pricawcedes 408% 
Heavy Brass, 3 ft. 75| pot : sk 

Pump Chain. Wea cs eeen veces per doz. $0 75 
Galvanized, per 100 lbs...... $5 50] Side-Walk 

Safety Chain. SCO Se «....per doz. $3 25 
Wowie dic dciosnsvcnececc 65% RG siisisclaceiedmounwcasowwnd 65&5% 

Sash Chain. (Morton's): 

CLEAVERS. 
Steel, per 100 ft. Family. 
AO aiard ala deatewielaeecandenid acts $1 20 Beatty’s, Inch 7 8 9 
7 a a ee 1 60 Per dos...:.. $875 975 1075 
Bia aie ore cab aie necibves webasesie wi 2 40 RUMOR sie. vwysie reise per doz. $2 25 
Copper. Butchers’. 
Re esi Pa des acths eeaaedetis 2 00 Pl % 
ONG Sinks sy adavntcdoceceus 2 70 ssn laebieiiaaiai lit _— 
1 Coeceeceeeeeesreeceseesreeeeeees 3 35 CLEVISES 

<0 Metal. MUU 5 sensu srenweiivole anion 6c tb 
BSS 5 aig o 4c tae Woh biota 3 00 
Be 6e5.b Rireeadomewa and noire 4 50 CLIPPERS. 

Cable Sash Chains. Oks hse wnedasiaisewe we $1 90@4 75 
PRE R S ccords:e:6:5 66.6-dnaraeasevarelsinns OOO 
in. sckard doe me Peckva ta 25% CLIPS. 

Special Steet L di Ch ES ii6 scan isnt ial asd war Bidsarteae 65&5% 
Serna ehager GON Gao 
Per 100 lbs. $16 os 13° 2 12°50 Standard............... per doz 70c 

TMOG oy oo 5:'seuebioin ocean “38 

Stretcher Chains. Haws “ Ie 
fs-in., $8 50; 3-in., $7 75 per 100Ibs | AOE + «+--+ eee e eee cess #€ 

Tie-Out Chains. CLOTH 
THROWN BS os cckkiicrcicwades 70&5% | Emery. 

Trace Chains. SGD 2 o.)6. cidade e iibows emnanes clon 
Western Standard. | Sy. 2), 2 en em, C8 
ib aaa per pair, 30¢ | Hardware Wire—full rolls (100 ft.) 
Gi O53... cc, 33c | 2 to 3, incl., Galv.—in full roll... -# 00 
64—10-2.............. “ 38c re 3:25 

Add 2c per pair for Hooks. Gores ee eee e eens ce 3 50 
Add 2c - for Twist Link. ‘o:) 7. er = 4 00 

Wagon Stay Chains. Screen Wire. 
en i's 2 12 mesh, painted, per 100sq.ft. 1 20 
Per 100 lbs....$6 50 600 5 50 COLLARS, STOVE PIPE. 

CHALK, CARPENTERS’. Inches. . . . 5 6 7 
Plain Tin, per gro$! 99 240 3 50 

BME ee cxca kaw enioses ees per gro., 80¢ | Japanned Tin “ 300 350 425 

oo 8 ewer” sa ee ee 

Common White School 

Bre IIc COMBS. CURRY. 

CHARCOAL. Nos. Per doz. Nos. Per doz. 
ene ae eer per bag, 95c}| 000 ....$0 37 299... .$1 OS 
2 ae 60 >. 85 

CHECKS, DOOR. ES ccs FSO 396.3 29S 

oe 60 7 1 20 

OUUES: 5 nik vec cwied estedenc1 ce 89... «4145 620. 75 

EWatt's VOICEHO:s .o0 66600000005 SOF 
-~OMPASS 
CHISELS. - ee 

Box. arpenters vee ie eteoand 60%, 
Inches........ 10 12 14 Peucil—Faber's. . .per doz. $1 00 
Round, per ee 00 3.50 3 80 
Flat “— Foe oe COPPER—See Metals. 

Cold. 

Good quality, § in. and 
oT re per Ib., 13c COPPERS. 
Smaller size, per doz.........+0. Soldering 
; te eee ‘ per th. 32c 
Socket, Firmer. I} tb...... (29¢; 2%. 28 
CHOUEE iota ene eawe 75&10% 3 tb and larger es * 6c 
Socket, Framing........... +. -50&10% 
| Tanged, Firmer. cc 
WS BARGER Sooo kcccca ccceeses 20% | Picture. “ORD. 
Choppers, See Cutters, Meat. P — Wire (new list)...... 85% 
Oasn, 

CHUCKS, DRILL. Regal Brand... ......... per th. 35 
Goodell’s, for Goodell’s Screw Puritan Brand...:...... 49 
¥ —- Enero ~ doz. $6 25 

ankee, for ankee crew : 
RIIVONES Siciiadihnwe as anae 5 00 CORKSCREWS. 
Walker’s. 334% 
CHURNS. Williamson’ s Regular. 40& 10% 
Anti-Bent Wood, Williamson's Forged Worm.. . 50° ; 
oS” SR eee 10 
| oe ee Cree $3 90 460 4 85 
MONG, OPEC ics c wescecneoecs 65&74% COTTERS, SPRING. 
Cc vommon Dash, All sizes (new list) 90°% 
er 4 5 6 

7 Per ee ee $9 00 1000 10 80 
mon, Gal......._.5 7 10 cou IGS sr 
Each “"$3°75 435 5 40 OUPLINGS, HOSE. 

Brass.... per doz. $ 1.00 
CLAMPS. “ Tee 

Adjustable. Brass Plated.. ) 
DE OSs oincccauwseees.nwnna nee 30% 

Carpenters’. COVERS, WAGON—See Tents 
RS CIOS oe eclnee canes nareqeae 25% 

Hose. CRADLES, GRAIN 
Sherman's, brass, t-in., per doz. .42c RADLES, CRAM. 

Double, brass, 3-in., 90c | Morgan’s Grapevine... per doz. $22 25 
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CRAYONS—See Chalk. EMERY CLOTH—See Cloth. Wood Pails. HANGERS. 
Frazer's, 15 tb, 80c; 25 tb, $1.30 each. Barn Door. 
CROW BARS. EMERY, TURKISH. Hub Lightning, 15 tb, 55c; 25 tb, } U.S. Rolled Bearing....... 60&10% 

Sead ee Wedes Pelt... per Ib. 34¢ 5-tb. 70c each. emmy AE ree oie 

_ eee pkgs. 4 kegs kegs | Tin Cans. World's Best... ..........11150% 
CUTTERS. No.60 to 150, per: ». 6c 4c 4c Chamellene Graphite, Wagner's Adjustable....... 70& 10%, 

Glass. Pir 56200 3c 0O 3c 1 tb. RROMOORE. occ cicisisouclen $9 50 Warehouse Big Twin.......... 5% 
Serer rrr yy 1 40% NIE 1.655 ip cig outs Oo 5 

my 0 ENAMEL, IRON. DO CE MIONE: Nv cecscsccuss 37 00 Conductor P. 

Enterprise, Nos. 5, 10,12,22, | A-B Iron Enamel, 3 dor. case, GRIDDLES. . iwan's Perfection. .......+..+++ 50% 
OS | Seer: fiir heen meni ., 15 00 
No. 202, list, $1.50 ea...... 408&74% Milles ..... \ccosedes ” _ . 25 ee eT 334% |Eave Trough. 

Piss. GRINDSTONES. ened Sets esa e eee per gro. $2 35 
a a a ae EXTRACTORS, PIG. Family. Coe 
Bo csusese $0 75 120 380 See Forceps, Pig. SS 6 8 10 

Siete thins Per doz...... $7 75 975 12 50 |Parlor Door. 

f ee ere 
3-knife Kraut........ per doz. 11 50 shanna Loose. ives’ taapeoved rere -_ % to 
1-knife Slaw......... 4 1 75| Bright Wire Screw—See ~~, B. W.] Perton.........00. $22 00@$23 00] Lane's Standard..... “ 3 50 
2-knife Slaw:........ ” 2 501 rifting Pith... 6.0cccccees 0&5% J Lane’s New Model... “* 3 10 
WN? Scupksnauostos - 7 75 — 85&10% Ball Denton 1 2 3 Le ot Be oiseless..... “ eaten 
eesenaaeeenteree Sere “90 a . "93°75 36 EEE ess tsowos eee e ee 10% 

DAMPERS, STOVE PIPE. ine ies en ae . 

Jewel... Sta eee s0838% FASTENERS, STORM SASH PACD soso csices $335 315 300 HASPS. 

iy gaa ” | Schroeder’s........... .perdoz. $0 85 GUN WADS. a NINE a 25000000 oo» AO 
DIES AND STOCKS Sensible.......cccccsce 24 115 (See Ammunition). With Staples—See Staples. 
PE visas en sa ctonnvevowes 40% 
HAFTS, AWL. 
DIGGERS. Brad. HATCHETS. 

Post Hole. FILES AND RASPS Daan os cos oesak per doz. $0 19 jCrescent Se ee 
aig Oo aa per doz. $9 25 eA es Sabaak een sose 70% 2 vast © aw. A dt per | doz. $1 idea °% 
BENE oiiesces sos s a 9 00] Nicholson’s— ~ “ — sg eel lat 4 

os 3 I a 22 SNS 6:63:5 ce Ob bake ed ee 50%, 
Be ere 7 50 American. 758&10% p lal ss 0 
re e a a... ............. ae Semi ke ths vay ee 50 
Iwan’s Split Handle.. ‘ 7 50] ‘Black Diomond.........1..70&10% |  °Dt Cater MOP. a HAY KNIVES 
Iwan's Perfection. . . . . . ff —EreereeRS 75&10% | Sewing. , ; 
Iwan’s Hercules pattern “ 10 00] Great Western............ 75&10% C ne See Knives. 
Ryan’s.........+.+-+. “17 00) Kearney & Foot.........+. 758&10% oo (Win Seeds “ 4 : 
See also Augers—Post Hole. Mathes Osis Se aranaiee ee i edie HAY FACK BRACKETS. 
Sart : SOTO. sas ewrcrrcccons 10 
eS Se re 65&10% 7 eg Math, .......cc8 75810% sciteiean anecue = ‘ 1s a iat te.:. er, vm $9 ns 
s heehee > a BEE MEMOS sob ip. 5-050 10 0:0 0 Oz. 
DOOR CHECKS—See Checks. Bliss . “ ssa ach i 10% ee eee eee - 1 85 | Wenzleman’s No. 2.. 9 60 
GEROINES «60 0.056505 0's nbees sone PRT MIG cise ken “ 2 00 
DOORS, SCREEN. PISS. Gs ean eo epenese 758&10% | Leather, rope tie....... ie 8 50 
f-in. 4-panel, painted...... Net prices} Heller’s........--.+s++seeeeeees 70% | Leather, leather tie..... ‘ 11 50 Blind HINGES. 
1}-in. 4-panel, painted...... ° HAMME ; se ; 
1 “in. 3-panel, natural pine, : FLUE STOPPERS—See Stoppers. ie eg = HANDLED. Clark’s Gravity . per doz. sets, $1 05 
PN cs icceGnsnintwses . acksmiths, Hand. 15 PS A ea ae a i ee 65% 
imene oc... | FORCEPS.PIG. Jaci. 50&10% Shepherd’s Noiseless, for Wood 
DOOR HANGERS—See Hangers. | _ ene a 75 | Engineers CaMNG.....0. 000. per doz. $1 05 
DRILLS Whisson’ i pea per Coz. $4 25 ree ee 50&10% | Gate. 

pains 5 site isson’s Imp......... Farriers savin eee ‘ . 
Dee CLS Sesh one se sebere a nn. ey ry ry cecccecce ee 40&10% | Clarks....... 

Blacksmiths’ Twist.......0c000000 60% ais FORKS. Machinists ‘ a or doz. $2! 4 ; s 4 25 

erie ir CRE rerrerer rer, 60&5% | Hinges only O ... 

. : : Latch ly. 90 
Fray’s No. 9.......005 each,$ 1 75 eel mew fists. sce seccsae 60&10% | Nail oa ....per doz. a $6 00 
Millers Falls No. 12..... “ 2.00] Wood, 4-tines........ per doz. $5 00] Guster City Ger ac 40875% | Leed's.......... “ sets, 6 75 

Hand. re — wedi ae wins oe $3 oz Superior........ ” pre. 950 

Goodell’s ce PNR ss eens 50&10% sgl tema ec ia 308&5% | Screen Door. 
vate ~ 3 2 BMPP oa sosseeceeserennnns tiatine 

Perdoz. $7 75 11 50 12 50 11 00 . iregtsn ae a ok ae 508107 ap Fe site SE a a hie te th eal 40% ae peenieenspnaebadetn “ * 4 
soodell’s Single Gear, per doz. 15 75 A eeicaege Shoe +i ial deitala iat 

Millers , re ve . 4 SOM Fac cceusen edhe hses ener DOGp 8 ARB sis sac savion su ek per doz. $1 25 Sorine. 

Reciprocating. Header Tack. Colette Dbl. ‘Acting. . es 40810885 
ja  ... edidende eee SMM ractesececineat etl 60&5% 4 AllIron............. TD Taco is heres aps ; 
Goodell's.....2+..++. ° Beer Attn en ce 608&5% Pol’d Iron. oo hd. 50 Ideal Detachable... .per gro. $i1 3 

Bit Stock. Mall. Irc 

all. Iron, seen i335 re ER err 409 
Standard Tist....... oococsane 65% Manure. qj Magnetic..... 4 3 New 100R. 6... ..605 per gro. $7 20 
RU Ae ce Se 60%| Perdoz....... $0| 90° We AOD “MIMO ois o 50455 05 ose es 209 
DRIVERS, SCREW acailade BERBAUING ..0.6.5055606: per doz. 4 75 li 
aE 658&10% ; HAMMERS, HEAVY “cece her 

Lock F teen paler Stee i | Rutt wud Rebbe. ‘ . Ct UNE. peace eee pine 

eee 3 ->-------- ae | ee ain Heary Hammers and Sledge. Light Strap Hinges... 688i0% 

Champion ES eee ne 70% Cream Pail. SENET SID Son an's Foe sass duoe Heavy Strap Hinges........... 70% 

snd s Interchangeable.......... rt Fairmount.......... per doz. $3 75 oe Oe a ee $810 Heavy T Hinwes eet og cial 4 08104 

Ric ic skaneeeckcucccekosceneiee GU mibiins Bieter ey i ( twsti‘(‘“‘s™s™sSs™SC* "aa 

Reed's Lightning............. 458&5% si gesagt chee Nets Masons’. Extra Heavy T Hinges. ...... 664% 

roe at me ar a cen la : 

gt ama S81 YE | seu Single and Double Face. ..-70810% | Serew Hook nd Stop 

“Spiral. "50&10% Wi HANDLES 64012 if... <3 per 100 Ibs. $4 25 
ire LES. i 
e. ; Auger. 14 to 20in....... 4 00 

EAVES TROUGH, GALVANIZED.| Disston’s.........-+2+++0++e0: 25% | Common Assorted....per doz. $0 55] 72 *° 96™------- — 
Terms, 2% for cash. Factory ship- GIMLETS een Nos. 1 & 2, _. | Serew Hook and Eye 

ments generally delivered. a 35@40% | Ives’ Adjustable...) por eet, 1 38] Pibsseeceese2 Ber 100 Ihe. $9 75 
See also conductor pipe and elbows. GLASS, WINDO "pn ah ane al 35% i | Sti peste ties “ “ ; : 

: WwW Che eenoeeesrevesecereseb en see OF FUMececccccscccses 
EGG BEATERS—See Beaters. iiss iscah ein snioen 90& 20% | Chisel. 
ELBOWS—Stove Pipe INRORiin sc ctkesousssnscaeee 90&25%} Hickory, Tanged, Firmer, Assorted, HOES 
: 33c; Large, 38c per doz. 

Adjustable Stove. GLASSES, LEVEL. Hickory, Socket Firmer, Assorted, Garden 70% 
cho 6 TE OF: SEE per doz. $0 70 27c_ Largesize,30cperdoz, fo = “~~ """*rrrrereneeese® 2 
Smooth, per doz $0 80 090 1 25| 2a-inch............00% 75 551 Applewood, Tanged, Firmer, As- | Grub. 

lan’d 200 225 290 sorted, 34c; Large, 42c per doz. Extra.. 
C ioe GLUE. Applewood, Socket, Firmer, As- TE heaps 2 has. # 60 
pee ee otove. Bulk. SL ae per doz. $0 30 Ladine® i Boys’ BOS a 70% 
OEE 6 7 ] ta) WARTERE Se eee 
Smooth, per doz: 0 6090 190 > a hakeeopets .-per Ib 180 ny Pick. . 00-2... 20 ee eee reese 40% M ortar cguctttttteteresses: 75% 
Pol’d, 40 165 2 35 HS - Masbbebseus _“e c | EE Ee 40% > li . SPE re Peet E re oa 
Plan’ 4, os : 25 90 375 i oy ee ei $c File, assorted, 13c; Large, 16c per doz [oe i % 
Four-Piece Stove. "—o Hammer. 
Inches ....... 5 6 + CE fot EEE CE ETS. 40% Aton thu HOLLOW WARE—See Ware. 
Smooth, per doz $0 60 065 095 7a. oa ban ne a * t0c@ ae “~—" 
Planished "175 19% 255) spe 20000 TTITIIIIIIESG | Machinists’,  #8e@80« HOOKS 
ELBOWS—Conductor Pipe. List “C" 2... sees eee eens Sethe. ......-+.-» i 40 | And Eyes. ‘ 
Galvanized Steel, Tin and Terne, GOODS Hay and Manure Fork...........35% ~— OT eT ee 60% 
Round Corrugated. ES WES Be sche nkseuces sense 90% OE BNE TOR... 60.0065. 0 5 22 0:0 010 0 OO He f os << hehabbpee EE 70 

Size. Doz. “TR per doz. $0 75 (Pe eee per gro. 80&10% 

ee $ 3 60 GREASE, AXLE. Varnished........... 80 | Bet 

| RSC RSRRRREG REI ’ 

ne es 5 3 | Wood Boxes. Screw Driver en. Seer Eee 70&5% 

Some Se a ee ee 15 00 ment iiceebeensek ooh pre abhis woneiee “78 37 JONES see eee eee reece ee eeees 65&57% 

ee le Sues ous. 18 00 “pode ide ATBE.. eee eee eens . 48 

: 2 Hub Lightning Bench. 
Subject to discount. Paragon Shovel and Spade........+00: neasBOo See Stops, Bench. 
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AME 
. — 
Per doz... ee 
7 
Bush. ‘st ‘ote 28 f Standard, 
Cc és Sere 
C a Axe Handle a “Mid caeclaaebheeh: ; ad 
e , perd ~— 0 : I . 
fo. 18s, oz. $7 00 — <i . $0 60 1 00 Bricks..... NING, STOVE 
Cloth 100 $7 60-8 10 6 & ae : ‘$0 85 2 P toe ewe eeeee iarientih S NA 
aed Lines. 75 1150 - _ 2 90 MA e, 42¢ | "°° Pullers. IL PULLERS 
Japanned..........per,d Brass... KETTLES. ie nes , NA 
Ph sno nea jdoz.2 cy ira : ee S I 
re and Hat. oy — camer. . ‘Danniligtipemi anda 15% Angulae..... ———— With - L SETS. 
ast Iron Oc 1 4085 0 pright -per doz. $3 ugers Aug N 
jan Wie....... Maslin... 22... seeeeees % | Leath 00 ger ETTI 
Cc Wire. per gro. 72 Ds cea tucceases per th. 27c er Rivet 2 60 0 | Gal NG POU 
yore eee reeeeeceves a" rh Paes ahd aerate Sean ot ook 65% oe Hing. 4 00 ee before w La. 
a Oe 509 xcel omero Cut E ized afte eaving.. 
Gece iia si Beet Toppin KNIVES To Handy... Ren ey. seks -per doz. $9 0 ut Pieces... oe weaving... - ee 
Corn. DS ete wt gah endl 25% Clyde, vin. , Lite Gia 2200201 sie "> 00 : iereeeinatee 
Comm Sa 20% california. . reed Blade, Wa sin Pomeroy...... 5 00 | one Cultine: NIPPERS . 
rn on, riveted, cits Ma... dz. $3 85 “- “ 3 00 Stubb’s P 
Little Gi SSCP painted C << Si aS 3 40 Mayta 7 20 Wee dea attern. Inc 
Gate SS Se eit 3 per doz. $2 25 vit Siatkvadnds 15% . ——— : End ptoaront ahaa nches. 5 m 
Gee Coots, B - 3 25 OO ed laa om ; 7 Powers hinge Swedih Side. Pe 65 6 75 
S, 5 ss isston’s.. epee Wicca »5 00 e sn olde. ° 
aro ane Barle’s.. 5.2... - ++. som $53 and... est0.1 1200 Yolen eae 
om D odford........... “2 S Kat 00 | Hoof, 5 
Ave aes.. me, 2 3 poner ask “ 3 33 wee Bones. MAIL BOXES ey! s.. ais des 
mean. 1 50 1 . an ard. = . oy eabaaeaonal 
Guiy........ 1 60 Adjustable... ... Th be 40& 
RRS lpia per d 170} B ee New List Carpe Taam Mh, 10% 
Hammock. ~ io Barton's Carpenters’ teeaeee 18 Fibre He — Hose. NOZZLES metas 
With plate 50} Hay. ae.” 15% “ae oo. .per d —— Ge ; 
os alle A bebe s «SOS “ e edi er doz. $ agic PS 
pis teeiaiain. co Rliieanes per doz. merica: | R pees m6 vial Eee per d 
— or Drapery 45 pra Bickle E ing .do = Hickory.-.... - 5 75 SRR oz. $3 90 
Potato end ‘i pant ¥ Oo, gro 21 } sowed deen onl € Edge... Z. $10 50 Square Hither oa “ ; 00 sieieieaticad “ 7 Po 
Screw. anure....... adele p 508i 0% te. Sickle Edge rarer Me 7 be : pets tees 4 = Square oto HOT PRESSED 
re 668% | Lightning mpuid Serrated “10 00 gems “igs S230] Be rw 
(See Go see eres ecore Wad ning Siateie nuine “* 00 pplewo w é Ss . c 8c 6t i j 
O ae 3 Ses ty sw “ 6: Hic od.. ; quare 1 c 53 § 
Seat Spring... ds, Bright Wire.) 85% | Hedge. orth’s Sp’r Point. “ 6 = Hicker 6 sechoiebi ‘ Ins. r a 3¢ Sic Sic Se ae 
pip aaloralieewenis oor 58 Challenge 9 00 , Sheet Iron... os $1@1 jo r= 124c 105 a d . a 
HO Sic| Disston’s.......... 1 504 ab eae pile ietinen i 
Elastic OPS, TUB. Mincing. SD Tags doz. % 00 | 200r- MATS above — add jc win € 6c 
a per case at Comm 75 N . : Tr te 
3 on, Sing’ atio Chas 
oie doz. $2 25 es Single. .... ae. joa a ' hase Pattern. OILERS. 
SE, GARDEN an eae. “ 01 "Ne exible. ..... wee Tee 
Vv aNe Putty. aie ial ade..... es 1 vo. 2 Ce Engine me tihinhiodn mae ren 
Velvet, 3 ply-?” Coupled. , 2 ani No.l............ ygineers'© = 9 
Bobee at a ee per ft. Common 30] NO es oon ies per gro. $3 a 0% 
— “ si > ii ones wee Lander’s sees Per doz wire sbestos Tos eS 3 25 ala lial 
eneva ss ee, eens 9 a  siaeaaas $0 60@1 a - covered yasters, 3 50 achine. ‘per doz. $2 00@$: 
Illinois, ie pe 1 : en 1 40@1 No. gy yr oon Stove Mats, ane io@s2” 25 
. “ E eech H ‘ sbestos Toaste pe 9 ’ cue Dintac 
“ 1 a c rd pper P Secu 
sain 13 ¢ es «+++ ati ring...... 06 Toasters, doz. 1 10 ‘ »pper Plated Steel. per doz. $0 58 
High G et None SOB 5 2306 oO eo: 6 wanes... hea areseas 50% 
gh Grade- H : a % 
S : e-}/’-guar. pre OSE. Doors. KNOBS n MATT Bo tie. 65&:75¢ 
pecial ** ess.400 tbs. 1 Min lumbs OCKS x. ENERS 
Leader “ si “ 300 r Ize — ewe ogi , — 
“ow “ ~taeiagaehdets sn agian >> 
100 * = Se —<— 2 70% Round....... per, d --+ 412 
— HUSKERS. 7ic Cecceccccseces “ 90 I M A italia 60% Can. Moraes oe 85 e ous 
0s. - ron, Ib AULS Delmoni 0 38 
ne :, 90 <I, s 2 n 0 
gga go 26 E Common Lon — Per des... 1013 Never Slip. ........ pe 
aes we a soo | _ Per tt a ot 16 18 |e Pali Suiting 
gig $5.40 6 a P 80 ictetilines te eeeee Pitdnre. we, Ane bs lo 5 25 5 60 V.&B os 65 
Per gro........3 A dle Sly a tension, 9c@ 14e ood Choppers’. ae $0 ‘8 5°) ourerrs, cor . 
Os... i ee 6 ..-$3 50 - a O —_  -. e Super’r & O 50 6 00 OUTFIT 5 75 
Bi Per doz./$2 15 21 a. a 14c Jregon Pat, 75&57% - sctonnegag S, COBBLING 
rink ’ 6 ~ommo a » 75&5% oe ts 
aia 1s “BS 14s Common, per ft. - MEASURES | -aapS RRR EERE per doz. 11 00 
PR cick: ok ga Shelf, add 10c. -7he —— d 4 pk - eesenssreecees 4 65 
i pn, a tli ad “ apan OZ. , ‘ 1 pk. 3 ; 9 ‘ 
IR . $14 4 OS SNe ae: ned Z....$2 25 pk. 41 PA 75 
See Metal oa San . pene poe 153 245 A saat DLOCKS 
s.—First colum Bull’s E _ANTERNS -20C MILLS 45 315 eee ret eresess 
Curli - rips bleep = Enterpri tun 4081085 
ne IRONS. 22-in, — Light.. aa ” Cr iii, 608% 
2 i-in. Regul 3 larker................ eam. IL 0 
cee ae egula “per, d Parker......+....0000ee+ 3 S 
Bike hei oe ae B in. Ranaiar eae 02. #9 00 KEE. oes v eves e seers gas Py 25% 14- -qt., with 
| eee per doz. $0 40 ea “ 900f 40- ‘12 0&5% 20-qt., out gé ge, i 
Princess.. See ee : ‘ Je 50 Daisy. 8 00 MIT $&24% 1 o 20-qt., with ' doz. $3 20 
Raia, = 58 Vehicle re rere TT See B TRE BOX Sap. gauge 7 3 80 
Pinking Be Be os : a 70 Vehicle .....+0++.-+ee0++. $ 5 80 oxes. ES. — Galv: 4 50 
a ae — anized, 
— sy mc cmneghn coies. eed MOP la-qt, dae ‘sate 
5 _ Bench 70 Nos. S, CATTLE J H ce eadnktKa S 10-at., IC a “ ~« 2a = 
—<« er d ea eae tens Eee ee . andled Sar ees -( c. ee ae pa : 
Ch saa 0 SOM ve Se ere $0'ss 2 meg olton. per doz. $3 15 i - e = 75 
re arcoal... ¢ L 0 70 3 Per d y i Stock “ 15 = 
ommon, polished, per do Cut. EATHER, | 2 75 ozen.$2 00 ; 1} Galv’ 17 : 
No. 70 A shed, per cea iene RACK. 235 265 2 Pe v'd, qts. 14 00 
gee”, — $13 1 00}Sides. 60& MOWER ailing — 16 18 
sees m see Oo ‘ ”) + - . 
Chinese P nickel plate aeoe b 33 a x. Quality. ... 5% |Gladiator—B. B S, LAWN. Galvani _—— $30 
Laundry a ee FSS 5 38 LEA’ -+-per sq. ft. $0 35 Inches. - .|__ Per a qts. 10 ; 
Laundry, No 3 iss aie r doz. 7 40 alive and 7 THERS, PUN tS 16 ia. $1 50 12 14 
rs. Pott’ ae 2..eeee “ > ao d Plunger. MP. Kine Voiree—B. $6 50 ‘3 20 Cable, 2 165 1 85 
come 'B 5351 come LIFTERS. o| E jversal—B. B. 85 gaol Gable. -Hoop.. , 
No. 5 5 J. nterprise, per, — Cover. LIFTERS . 10% a ee Cada. — oe per | dos. $1 6 
50 ‘Le “ eg 98 aes. : ; Big eel seees = as - Sos 575 6 0 Standard, 21 — i 
eee 2) aie cis s ca ) P Oe oe 
rales bad “ 1 4 Alaska sees - “Pers gro.! 75@3 “. Little Giant.... 1... 3 = _", - ) tandard, 3-Hoop. Sg OS 3 1s 
am? ioe. aska. Ni Tome: 50: 4: ike “oe 2 00 
Pi. ors’ Geese. vane DOE ID. : MP scan Niekeled 5 50 S Sas 2 55 eee een 2 25 
i Household 5} Payson’s..... 5 00 | Cut Steel a ae © eee tees 
14 ib. Dressmak a ee Cul lwom.......... pay cusses ill 65% 
9. Tailors’ 4 $3 50 Chalk LINE ....80% Bertier tes ser base, $2 a. 
Tu Goose wae ° NES é. ee $2 35|R ME.sseeeseeseensseeses, 7 
> le ME seed cnn ie ; 25 Twisted i ‘ me 2 45 “— 5&107% 
NN Pas 550] N in 2 Small 1, ; slime 60% 
pete Nest. Gro #1 5 _ ne a " Fodnck tes ‘ispiaisans — pails 
3 POM... coan kee bac IS. . 
sutton. _— Nest. -per | doz. $5 25 y ‘wisted r. pa ft 225 2 f. 9 3 “re pauamameaa eS pa N Per eta - 2 r 
Senin ee : 6 25 ios. t belts 3 Small I i Neverburn 16 $78 6 
- “each 25 P a ah areas Ss. 00 . Lots.. x, yurn 4 ( 75 6 bs 4 
Locomotin jACKS 2 60 Brai Gee i. © os 3 vox 1 ll dled aaa ; Savory, No. 2 WM 4 50 5 = 7 50 
sen Sida . yaaa ft 3c 38e 41 7 nsguaaimaamemaaae a 25 ma noe per de pti 
ie gt le deena 70% ond hanks. c 41c} Ausable : voce 214 sr doz. $8 40 
Dilver teeees ¢] Man ges ‘23¢ 2 Capewell........+ Building PAPER 
— | C sons’, in | 25e 3 3 Perf a a aes 558 Pisin. ; 
Nos CCRT ree 50 lothes. 00-ft. hank 3lc 35 Pp ewell..eeeeeeeeeeees &5% T; ain..... 
ak Bi Bie i ‘ 50% 60-ft aie nks. . doz. B0c oa cteveeeerecreees Py . oon ; per 100 lbs. $ 
eee ‘ see iN r5% rred F j au 1 50 
. $0 60 $0 : 50-ft. a pace aa per doz $0 Clover meg cane 20857, No. 20, Re t. j : “i 1 60 
- 50-ft. eee tna _ os | Picture. perlb., -3085% No. 30, Red Rosin. . . per 1 90 
. Braided Cotton. “ 1 40 Br net, 104c Seed ad Be Rosin roll, 35 
ton. “ 1 & PO rg Heads. Star d Emery. . = 
a |) | -<- SEteeeeeeas Ay eee ; 
Furniture. . Hie ie egy ee ; 25% Ww od a is low list 
6 cahedeman wee 85% —_-_ ’ 50% 
seecveee 30% ee 50% 
aR rae ' 
ee per Ib. $3 75 
2 25 
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PARERS. Tinners’ 

Apple. MUON bo bev eseseeereseaene 40% 
ee per doz. 13 00 og eT ey each, 5$c 
a wubedas yes ag 7 4 

hite Mountain..... - 5 00 r 
Reading..... sitewee ce 00 PLUMBS AND LEVELS. 
Msc ksccssesanwebsGoesun Nets 

Potato. oe ee eer. 40% 
Goodsell’s Saratoga, 10} in., dz. 6 50] Davis’ Iron.................... 25% 
Goodsell’s Saratoga, 5 in., dz. 5 50] Davis’ Inclinometer............. 15% 

PICKS. POINTS. 

Dtliae Bye Ore... 6ss-cs000sco 78 % Drive Well Points............ 75&5% 

— ae ae wie See: 6 
DP ES i kskn ssa reeune 4 

PR CUE Cia hks bes ese ese 10%, POKERS, STOVE. 

‘ Wr't Steel, str’t or bent, per doz. $0 55 
Wr't Steel, wood handl’s 80 
PINCERS. Nickel Plated, coilhandl’s “ 65 
Carpenters’, cast steel. 
Inches.... 6 8 10 12 POKES, ANIMAL. 
Per doz...$1 80 240 295 3 75| Cracker Jack, wr’t steel, per doz. $4 50 
Blacksmiths’ bps panbsolowaveewe 457% 
COL GN eked apis wwe ose 40% POLISH. 
Metal. 
PINS. Black Silk, No. 50, }-gallon, 
Clothes. : per doz. $7 00 
Black Silk, No. 60, 6-0z. cans, 
Common. . -per | box of 1 gro. $0 42 per doz. 1 00 
Hort’ S..-.., . i. 2>| Black Silk, No. 70, 1-pt. cans, 
| Tee eee i per doz. 2 25 
Picket. Black Silk, No. 80, eT 
: er doz. 3 75 
pee. beat wal eed 01) Black Silk, No. 90, taelion 
S ute * MNS & be.6 Secs af per doz. 12 00 
Ee eye 1 90} Shoe. 
ron reat, per doz. . .36c@: = 
PIPE. ae Mbcastawes - *+¢nen we’ 

Conductor. ze M.  eeeheoes * 55c@$1 75 

Standard Gauge Conductor Pipe, we a ese site catia dtc 5.00 


plain or corrugated. 


Loo 
CONG sons ccs nec 306 is60% 
L. C. L. to Dealers:— 
Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered 


Lead. 
ere rrr per Ib. 74c 
eT err * Jic 
Stove. 

Acme—Inches.... 5 6 7 
Smooth, per it... 8c Bie 10}c 
Planished, “ ..30c 31 c 38c 

Peerless—Smooth. 7c 8c Qic 
Polished....... 144c I54c 18 c¢ 
Planished...... 28c 31 ec 354c 

ee sates. 5 6 7 

brbaeese Jic Bo Qic 


7 to 6 in. gn Tapers, pr. jt..1le 
6 in. ag 27¢ 


Yale Patent Lock Pipe—Stove. 

5” 6” ” "6" 

Cents 

Battle Axe, Blue.. 7% 94 104 
Can't Slip, “. hh 8} 10 11 
Peerless, af | i. | a | 
Duplex, ae a a oe 
Yale, Rus. Fin....15 16 17 18 
Duplex, Planished 29 31 37 38 
Galvano, Gal..... 15 16 17 18 


If wanted made up, add per joint 





for ved, Ic; riveted, l4c. Crating 
abe pipe extra. 
iat. Iron Gas Pipe. 
te black.........discount, 60% 
Olin. black......... *60,108&5% 
-in. to 6-in., black.. “id 7 Gg 
7-in. to 12-in., black.. 55 624 


-in. to 6-in., galvan’d. 


ene , galvanized... = 42 
-in., galvanized. ni 50% 
7-in. to 12-in., galvan'd. “ 45% 


PLANES. 
Stanley Iron Bench............ . Nets 
PLATES, TIN. 
See Metals in Column 1. 
PLIERS. 
Giant, Button’s—80% off list. 
Cutting. 
DDS skxkscaseosescesace 30% 
Buh cesicwcsvconscse! 50% 
Upper End and Diagonal Cutting 
RUNS cess naicsccvcnwe -70% 
Fencing. 
LS. 9 "| per doz. $8 25 
eee _— ee a3 8 00 
a “s 8 25 
Flat and Round Nose. 
PMN 5 550 cxAceGakcnesans 30% 
IPC co opekcacsswseased 65% 
UR am became: 50% 
PM critussseeseetoen ee 50% 
Gas.—Inches 7 8 10 12 


Per dos...$3 00 350 450 5 50 


Black Eagle, 1-tb. cans, pr. gr..$15 00 


Black Silk— 
SES pesca sn soso en $0 70 
Paste, 5-oz. cans. oe, doz. 75 
Paste, 4-tb. cans. - 1 00 
Liquid, 4-pt. cans. 7 1 00 
Liquid, 6-oz. cans.. “ 75 
4-pt. Air Drying Iron 
Enamel......... “ 1 25 
Black Jack, 3 -Ib. cans. “ 9 25 
Dixon’s Cart of Iron. 5 5 75 
Nickel Plate......... ™ 4 50 


POPPERS, CORN. 


Round or Square, I-qt. “per, doz. $1 00 
ers 60 
Pebeskes0s cos wkien aisles 3 00 


POTS, FIRE. 
Clayton & Lambert’s, each $400@6 00 


ES CT, enone each, 6 25 
ON. ss cca .each, $6 75@8 50 


POWDER. 


See Ammunition. 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co... ..25% 


PRIMERS. 
See Ammunition. 
PRUNERS. 
Disston’s Pole......... per doz. $6 50 
Henry’s Improved..... * 75&10% 
Water’s Improved...... i 80% 
PULLERS. 
Cork. 
AS ee OE each, $3 10 
OE eae 40 
Quick and Easy...... re > 70 
Nail. 
Mis cacucceebaaen per doz. 10 80 
Giant Pattern....... 28 9 00 
SRMOG 3 os encase ” 9 00 
Tack.—Giant.......... a3 40 
PULLEYS. 
Awning—Jap’d..............4.. 60% 
TRUS MEEEc430ssnessus wane 50&10% 
Hay Fork. 
Iron Wheel, S-in..... per. doz. $1 75 
Wood Wheel, 6-in. 1 80 
Wood Wheel, 6-in., " pass knot, 
eee eee kala per doz. 2 55 
Hot House—Jap’d........... 50&10% 
ee | a el 60% 
wt ee itera rs 508&10% 
Sash. 
re per doz. $0 18 
Common-Sense, 2-in.. “* 20 
Empire Pattern, 2-in.. “* 20 
ES See eee a 20 
SS ER See eer or 25 
PUMPS. 
Pitcher Spout 
OR rots els } 2 3 4 
Hach..... $i 00 115 130 176 
Spray. 
ESS ee per doz. 14 50 
PCRS: TADS 6 9.60010 a 3 40 
Cyclone, copper...... = 6 75 
MS oo sins ox eke m 9 00 
CACHE NGIADE.... o 005% each 2 25 








PUNCHES. 
Conductors’. 

DEES ios ice kn aies per uoz. $2 50 
ES ui ki uiov ew ee bes per Ib. 19 
Saddlers’. 

a per doz. 60c@70c 

Uo See - 72c@84c 

PUTTY. 
In Bladders. 
Strictly pure.....per 100 tbs. $3 00 
RAIL. 
Barn Door. 

DEMON MOR G5 oe sasiewuedads 3¢ 

Babcrbees, 84-10... ccc acces 34c 

eC Se 4c 
Sliding Door. 

Painted steel............ per ft. 44c 

Bronzed wrought iron. . ..per ft. 8}c 

RAKES 
Coal or Wood.......... per doz. $5 20 
Garden. 

Fee ORC ee rie: 663% 

ENN bo hoon a Le bie hee 70% 

Malleable Iron, heavy......... 60% 
Hay. 

Wood...............$2 20@$2 40 
Lawn—Wood. 

_ 60 Creer - om doz. 37 25 

Automatic. .......; » 2 

jawn Queen eee 4 2 75 

Jumbo, 36 teeth..... “3 6 00 

RASPS—See Files. 
RAZORS. 

iv oad TM DA < ce hice che Kisowis pee 60% 
1. RRR noe ra Se ee ey ee eee 35% 
RAZOR STROPS. 
de oy Ee 50% 
REGISTERS. 


(All Sizes). 


Japanned, Bronzed & Plated. - 708107, 
White Porcelain Enameled...... 60% 
Solid Brass and Bronze Metal. 40&10% 
Single Valve (Baseboard and Side- 
WEE Picks sadvesaneene 70&10% 


REGISTER FACES. 
Japanned, Bronzed and Plated, 


BED PEO BEREE icccuwasass 70&10% 
14x14 to 38x42. . -758&10% 
Heavy Round Gratings. Sie fave ii ate 70% 
White Porcelain Enameled....... 60% 
Solid Brass or Bronze Metal. 40&10% 
RINGS. 
Bull. 
eS Ore 2}-in. 3-in. 
LS ee ere $1 60 $2 00 


Rea’s Improved Self- 


Piercing copper, doz. 2 00 ee 
Steel, per doz......... 90 1 00 
Nickel plated......... 1 35 eee 

and Ringers—Hog. 
Blair’s Rings........ per doz. $0 58 
Blair’s Ringers....... = 75 
Brown's Rings....... “x 50 
Brown's Ringers..... ee 80 
Champion Ringers... ~ 1 60 
Hill’s Ringers........ i 70 
Hill’s Ring, boxes.... “4 55 
Major Rings......... ix 60 
Perfect Ringers...... ee 1 20 
Wolverine Rings..... 3 1 40 
Wolverine Ringers... ” 80 
Fruit Jar. 
_ | Se eer pel WD. es2 30c 
Key. 
Split, round......... per doz. $0 17 
Split, square......... 20 32 
OU, SOUNES 50550060 i 40 
RIVETS. 
and Burrs. 
| 40&10% 
Coppered Iron.......... 60&10&5%, 
erry 70% 
BSG eerie per tb. $0 10 
Slotted Clinch. ....... per doz.40c@45c 
Tubular. 


Nos. 1 and 2 assorted sizes, doz. 45c 
RIVET SETS. 
ROPE. 


See Sets. 


—. 
, 5-16 in. Com. on reels. per, Ib. + 
+ 5-16 in, Com. in coils.. 12 


3, 5-16 in. Imp’l in coils. . 1 
Sisal. 
LOS CT eS ee rere lic 


Hardware Grade, rates, per fb...104c 
Pure Manila. 


| es ne oe, tb. 2 
Hardware Grade, rates.. ~ i2ee 
RULES. 
a Aa eee 
OS em 


SASH WEIGHTS. 
See Weights, 





SAWS. 
Buck. 
SEE. ss 'accass ce evn eeuer 25% 
Se — a cowes eae 25% 
Butchers’. - 
SU ac suede oe bar beecw-ee 30% 
Circular. 
TE Roy ow istaesesecbecauint 50% 
PEED ies on b's sae eee. SOK10% 
"rrr Teper rere 50% 
Compass. 


Common..... per doz. $1 or. 9 
SS reer rire oe 


Cross-Cut. 
See ee ae 45% 
SRBUNUEN oe dvicesicsdGuwesesioaus 30% 

Dehorning. 

Ly ear .per doz. 5 75 

Hack. 

ROUEN 2, 4,15 eae Sale daw ainsi 25% 

PROUD 0is.c osascswansesS eu 50% 
Ei vk ieSs ooo nes oaneees tone 25% 

Hand and Rip. 

ND Oe Ie 30% 
Disston’s Nos. 8, D8, 12, 76, 112, 
D100, and 120 (new list)..... 25% 
See Perr re 30% 
Enterprise, hand..... per doz. $5 046 
Our Saw, hand....... ~ 4 00 
Our Saw, rip........ Pf 4 50 

Keyhole 
Disston'’s.....% ee re eT Ine 25% 

Narrow Band. 
Se he ee ee 30% 

Panel. 

ESCO 6 INOS. 7 é5553s 00080 s-0c W% 

Pruning. 

i rer Bi Soca 25% 

Rift. 

ND 56 nuke eeedacsecece 45% 

Wood. 
re per doz. $4 5@ 
Clover B68f ....000s00 S 6 04 


SAW BUCKS—See Bucks. 


SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES. 
Common, plain...... per doz. $1 25 
Common, painted.... “ 1 70 
SCALES. 
Counter. 
PRD aawckisessnseceen 40&10% 
Platform. 
ON Ee eer eee ee 
SCISSORS. 
Woe Ses cawheebceeens cue 60% 
SCOOPS. 
Grain. 
}-bu. “‘Hercules”..... per doa. 13 70 
l-bu. “Hercules’..... “ 15 00 
SCRAPERS. 
Box. 
oe re per doz. #4 00 
Cabinet. ; 
Cast Gitel. 56652 per doz. 60c@75c 
Road. 


Cubic ft. 7 5 
Without run’ s, ea. $4 00 3 75. 3 “50 
With runners,ea. 4 25 400 3 75 


SCREEN DOOR HINGES. 


COO MOR cs osencsaeed gross, $6 50 
DOO s cisukswrubeecsees = 6 75 
SCREWS. 
Bench. 


Iron, inches.... 1 1} 1} 
$3 673 420 5 25 
Wood, white maple...per doz. 3 67} 


Hand—Wood............ 65% new list 
IONE TA, 2 sassecesess Sosace 708&5% 
LEP ST CE ECO re ree 70% 
Lag or Coach — - ail sizes, —_ 
Oe EES aren ae eee 75&10% 


Saw—Centennial, 
eee 1 2 3 4 5 6 


Per doz...18c 20c 26c 30c 23c 25c¢ 
Wood. 
ge Be eee 85&5&25° 
R. H. Blued.. coves -B24XSK25% 
Do BE Ree rae: 825&58&25%, 
Pe, eens sci aew seat aeesed? 
ER See « 679858 25% 
R. H. Nickel Plated. . « 679 8&58&25% 
SCYTHES. 
Be Ve Be, grass........ per doz. $8 00 
Clipper, GAGs. . «<2... oe 8 25 
Clover Leaf Dutchman. a 7 50 
Honest Dutchman..... 7 50 
Me Ve Be: 6 6ce055d2500 5 7 50 
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TAPES, MEASURING. 


Round, common 
Square, common 
Octagon, commo 
No. 5, square... ._ ard 
Cup point, knurled. of 
ivet. 


Het engined ed per doz. 


THERMOMETERS. 


SQUEEZERS, LEMON. 
es 80c@$ 1 25 


Aiken's Pattern... 


Boss, malleable on... 
Frame, pore’n bowl 
rame, glass bowl.. 
Giant, tin’d iron.. 


» ni lated... 
Drun, nickel plated Cow—See "Chet 


SHARPENERS, SKATE. 
Disston’s Universal 


SHAVES, SPOKE. 
Per doz. $1 10@1 85 per 100 ths. $2 49 


Wrought Staples, 

Staples, Hasps, 
California Pat ion; «= «= 320] | Staples, ™¢ Hooks and | | Holdem Rat... 0. 77" 
California Pat., 10-in. 








-$140 210 2 
fa ete ee per doz. $4 00 





MENSA Te 8 Ge Wrens are edb erciee cd 30% 


AVES, SLIDING DOOR. Arkansas Hard...,. . 


Arkansas Soft... _ ue 


rkansas Hard... . : 
Arkansas Soft... _ pets 
SHELLS—See Ammunition. i 


SHELLERS, CORN. 


Pivwisieecccccn A 50& 10% 
! 2 3 
00 385 5°59 


Expansion Bolt Shields 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 
Coal. 


N 


Per doz... 5 35 





STOPS, BENCH, 


. 00 
Braces Discount, 123% 


STOVE PIPE—See pipe, Cotton Wrapping. 
STOVE BOARDS—See Boards. 


STOVE POLISH—See P. 


Extra Wrapping. ; 





i $3 50 per doz. prs., $1 80 India Hemp, a] 
Cr 6s eG per doz. PS § “ “ . 
7 3 00 


STRETCHERS. 


er eee 50& 10% nine aness -per doz. 
Painted, new list 
SLEDGES—See Hammers. 
SNAPS, HARNESS, 


N. S. Elwood’s, . 
oO. Ss. Elwood’s,. eee 





40&10%,| Wrought Steel, . | ; 


MNF ORRs eines... 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 


American Cut... ; 
cenix, Oval Slid 
Bill Posters’ Cut.. Phoenix, Ova c, 

Parker’s Paralle] 
Per doz. . -light, $1 15; heavy, Upholsters’ Wire.. ee 
lar, 
Parker's X Series, 


Williamson’s Universal 





WARE. 
Stove Hollow Ware. 
Plain or en. os 50 
mee Ware... | 8s as& 
Enameled Lg IE eaplz 334% 
Scotch Bowls.,.00.7.°.7"""" 60&5% 


Country Hollow Ware, per 100 Ibs. $3 00 
White Enameled Ware. 


Maslin Kettles...) 60& 1097 
Neverbreak Flat and Round 
Bottom Kettles..... 0 60&5% 

Covered Ware. 

Tin'd and Parr. ....,.. . .35&10% 

Enameled... ... 07/7" °"*: 45&10°% 
Glue Pots. 

FO 60's es sabes nac'nac: 25% 

Enameled... 020020 2i 20 0tttte: 30% 
Enameled, 


Cherry Blossom and Chrysolite. 50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standard O. G. Cast iron... . per tb. 2hc 
is iron in bulk, per tb.: 


In. 4 | ] 
9c 64ce 5e¢ Se 41¢ 443c 41¢ 
Wrought Steel in 5-th, boxes, per fb.: 
n. ? 4 1 
10¢  7e 6c Sic Sc 5¢ 4c 


WEDGES. 
ere --. per doz. $0 30 
ralling............ 077" per Ib. 102 
Pct ipimninnc. - 84 

WEANERS. 


“alt. 

Fuller's, per doz.. -- + -$2 00 to $2 50 
Tyler's Safety, perdoz. | 85 to 2 40 
Carroll's, per doz.. -+- 3 00to 3 75 


Hoosier, per doz, |||” 3 50 to 4 60 
Shaw Perfected. . ||" 3 00 to 3 75 
WEIGHTs. 
Vitching........00 0 per th. 


24c 

Sash—f.o.b. Chicago... .per ton, 23 00 
WHEEL BARROWS. 

Common Railroad... . . -per doz. 17 00 


Heavy Railroad... 9" 24 00 

Panama Steel Tray../)) 39 00 

Klondike Stzel Tray... “= 28 00 
WHEELS. 

Corundum.........00 0 708&10&5%, 

3, Se ates 75&5% 

Well. Ins... 8 10 12 14 
Per doz. .$3 00 420 540 15 00 

WIRE. 

Barbed. Painted. Galv'd 
Carloads, per 100 ths. $2 49 $3 19 
Less thancar “ 2 60 3 30 

Brass, 
coo COT OP ae 20% 
In 1-tb. spools, Rem TAG 5... 50% 


Broom—Tinned. Oe -+ 608 10& 10& 10% 
© able—Same price as Barbed Wire. 
Copper. 
Se poy ee 20% 
1-Ib. spools, new list. +++. .50&10% 
Fence—Smooth. 
Nos. 6 to 9, An’eal'd pr 100 tbs. $1 80 
Nos. 6 to 9, Galv'd, . 2 20 


Yair—New List......... 60% 
Market. 








Bright, full bdles.... | 75&5% 
Bright, broken Ct 70% 
Coppered, full bdles.. ||)" "°°" 70% 
Coppered, broken bdles.. . , -65&10% 
Tinned, full bdles...... 77°" 75&5% 
Tinned, broken bdles....... 65&10% 
Picture—In coils, . — -80% @80&10%, 
In 5-b. spools.” --per ib... .. 26c 
WRENCHES. 
4cme Standard. ... rreseeee.  50&10% 
Alligator No. 1.... 22/71 °°°7"° 90c net 
\lways dee 4g. -50% 
Agricultural. 00 75&5% 
“llis Adjustable..." °“ 25% 
Malleable “S" 00777777507 per th. 08c 
Malleable... 0.005502 2 7°77 **  08c 
stillson Pipe... 0000 75&10% 


Bemis & Call's: 
Adjustable S, 40&EN] - Adjustable § 
Pipe, 40&5¢ a: sriggs’ Pattern, 
0%; Combination Bright 50% 
Steel Handle Nut. . ; .. 50&5Y 






Combination Black... --... SOKS5Y 
Merrick Pattern, renee ee. SORSY 
Double End Adj. S....... 40&5% 
WRINGERS. 
‘0. 500, Royal -++..per doz. 32 00 
No. 350, Univer i en _ 28 SO 
No. 300, Novelty . 2217 ms 28 50 
No. 310, Keystone . |) | is 28 50 
No. 100, Riv “ 25 00 
(0. 380E, Univer: 33 SO 
(0. 790, Guarantees sie 37 00 
'0. 770, Bicycle . . ckae ua 33 50 
+O. 110, Guarantee. ths ie 32 00 
NO. 110, Domestic, |"! ie 28 50 
No. 110, Brighton oe = 25 00 
'0. 740, Bicycle....1 1° wt 3 SO 
22, Guarantee... . “ 32 OV 
22, Domestic, ... . oe 28 50 
22, Pioneer..,.... 5 25 00 
5 - 22 50 


No. 2,Superb..._! 
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Ee POE Ds cessece sv esesee0n 68 
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NE CID soo 505000000 00600508 83 
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EID BOO. . ccc cc cncvcccsevcoes 69 
Birkenstein & Sons, 8...........--- 61 
Black Silk Stove Polish Wks......... 14 
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Brauer Supply Co.,A.G.........--- 17 
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Clayton & Lambert Mfg. Co........ 68 
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NEED. ocnwcans cheeses . & 
Co-Operative Fdy. Co..........+.-++. 7 
Cooper Oven Thermometer Co....... 18 
Cope Stove Pattern Works, Geo. W.... 17 
Corbin Screw Corporation..... 2) 
Cortright Metal Roofing Co......... 65 
Danville Stove & Mfg. Co.........-+ 2 
De Kalb Wagon Co..........--+0+% 82 
Delta File Works. .....-c.cccccccee 72 
Robes CO. Fcc ccccvcccvsccee 62 
eee eee 73 
Dixon Crucible Co., Jos...........-+ 61 
Double Blast Mfg. Co..........++-- 68 
Dreis & Krump Mfg. Co.......-.... 69 
Du Pont de Nemours & Co., E.I..... 78 
Elite Vacuum Cleaner Co........... 77 
Enterprise Mfg. Co............ +++ 61 
Evening Wisconsin Co.............. 82 
PET TED doers ercer cr renene 3 
Friedley-Voshardt Co............++. 65 
Furnace Supply & Mfg. Co......... 16 
Gerock Bros. Mfg. Co...........-... 1 
GED wi cececcacscovsceses 16 
Globe Ventilator Co...........--+++ 67 
Harrington & King Perforating Co... 67 
Haynes-Langenberg Mfg. Co........ 8 
Blolier Bros. CO. . ..cccccccccccccccs 81 
YS le Seerrerrrrrerrr rere 17 
Henry Furnace Co., T. E.......+.... 12 
Hussey & Co., C. GG... ce eccsesvees 65 
Illinois Retail Hdw. Assn........... 77 
PA MP sacerovevcvivecsess 71 
Imperial Furnace Co..........++-+- 10 
Inland Steel Co... ....-...-eeeeeees 83 
Iver Johnson's Arms & Cycle Works.. 79 
Kelsey Heating Co.........+eee5ee- 2 
Kimball Bros. Co........-+-seeeee- 61 
Lalance & Grosjean Mfg. Co........ 76 
Es cicescd vn cvveeneves 78 
Laaficin Bale C0... 2c ccc ccccccccccce 81 
Lyon, Conklin & Co.........-+.0++- 68 
Magee Furnace Co..........+e+++% 13 
INN ID inv ck cecaweccicveces 81 
Merchant & Evans Co...........-. 64 
Michigan Safety Furnace Pipe Co.... 15 
Moeschl-Edwards Corrugating Co... 83 
‘Monroe Foundry & Furnace Co...... 12 
Munsell Co., Eugene.............. 17 
National School of Pattern Drafting.. 66 
Niagara Machine & Tool Works..... 69 
Nicholson File Co... .......0scsc0e8 80 
Nickel Plate Stove Polish Works... . . 17 
Worth Bros. MAG, Cod... csccccececs 82 
Og Sr ee 60 
Geinsy PAtere Co...... oceccesvccves 17 
le ee 5 
a eS ae eee 81 
Rock Island Mfg. Co.........-..... 83 
Ross-Gould List & Letter Co........ 61 
Scheible-Moncrief Heater Co........ 11 
eee 13 
Schwab & Sons Co.,R.J........... 12 
Serre 17 
Sprague Fdy. & Mfg.Co............ 12 
Standard Furnace & Supply Co...... 10 
Standard Ventilator Co............. 67 
Stark Rolling Mili Co.............. 65 
Stevens Arms & Tool Co............ 79 
oe Se eee eee 13 
Sullivan-Geiger Co..............0.. 61 
Symonds Register Co.............. 15 
IID eo ie hina o 36> o's» 8 one 63 
Tuttle & Bailey Mfg. Co............ 15 
a ee 5 
Vaughan & Bushnell Mfg. Co....... 74 
Vedder Pattern Works.............. 17 
oe A 82 
Walter-Bloomer Co. (Not Inc.)...... 81 
a LS ee ee 69 
ea rrr rrr 17 
Wheeling Corrugating Co. . nob eeenoas 64 
Wrought-Iron Range Co............ 9 





CLASSIFIED LIST 


Barb Wire. 
American Stecl & Wire Co 


Chicago, Ill. 


Bicycles. 
Iver Jobnson’s Arms & Cycle Works, 


Fitchburg, Mass. 


Blow Torches—Gas. 
Allen Co., L. B., 


Boilers—Steam. 
Boynton Furnace Co., 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Boilers—Wash, 


Atlantic Stamping Co., : 
Rochester, N. Y. 


Bolts and Nuts, 
Corbin Screw Croporation, 
New Britain, Conn. 


Boxes—Letter. 
In-Vu Mfg. Co., Rochester, N. Y. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Carpenters’ Tools. 
Disston & Sons, H., Philadelphia, Pa. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Ceilings. 
Berger Mfg. Co., 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 
Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Wheeling Corrvgating Co., 
Wheeling, W. Va. 


Canton, O. 


Chain, 


Corbin Serew Corporation, | 
New Britain, Conn. 


Chimney Caps. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Cleaners—Vacuum, 


Elite Vacuum Cleaner Co., 
Chicago, 


— 


Clothes Bars, 
Martcross Co., 


— 


Chicago, Ill. 


Coal Chutes. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Coasters—Auto Wheel. 


Buffalo Sled Co., 
North Tonawanda, N. Y. 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 


Clark, Smith Hdw. Co., Peoria, Il. 


Dieckmann Co., F., Cincinnati, O. 


Friedley-Voshardt Co., 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Chicago, Ill. 


Chicago, Ill. 


Chicago, Ill. 
Hussey & Co., C. G., Pittsburgh Pa. 





Cornices, 
Berger Mfg. Co., 
Burton Co., W. J., 


Canton, O. 
Detroit, Mich. 


Friedley-Voshardt Co., Chicago, Ill. 


Moeschl-Edwards Corrugating Co., 


Covington, Ky. 


Oornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 


Chicago, Il. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Crimping Machines. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Culvert Machinery. 
Bertsch & Co., Cambridge City, Ind 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., The, 
Indianapolis, Ind. 


Damper Clips. 
Stover Mfg. Co., Freeport, Ill. 


Dies. 


Enterprise Mfg. Co., Akron, O. 


Dynamite, 


Du Pont de Nemours & Co., E,. I., 
Wilmington, Del. 


Eaves Trough. 
Berger Bros. Co., Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Dieckmann Co., F., Cincinnati, O. 


Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Eaves Trough Hangers, 
Abbot Mfg. Co., Cleveland, O. 


Elbows—Conductor Pipe. 
Dieckmann Co., F., Cincinnati, O. 


Elevators. 
Kimball Bros. Co., Council Bluffs, Ia. 


Enamel Ware, 


Lalance & Grosjean Mfg. Co. 
Chicago, Il. 


Explosives. 


Du Pont de Nemours & Co., E. I., 
Wilmington, Del. 


Facings. 


Dixon Crucible Co., Jos., 
Jersey ‘City, N. J. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Files. 
Delta File Works, Philadelphia, Pa. 
Disston & Sons, H., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 
Nicholson File Co., Providence, R. I. 


Fire Arms, 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Stevens Arms & Tool Co. 
Chicopee Falls, Mass. 





Furnaces—Hot Air. 
American Furnace Co., 


St. Louis, Mo. 
Boynton Furnace Co., Chicago, IIl. 
Co-Operative Fdy. Co., Chicago, Ill. 


Danville Stove & Mfg. Co., 
Danville, Pa. 


Haynes-Langenberg Mfg. Co., 


St. Louis, Mo. 


Henry Furnace Co., T. E 


Imperial Furnace Co. 


Marshalltown, Iowa. 
Kelsey Heating Co., Syracuse, N. Y. 
Boston, Mass. 


Magee Furnace Co., 
Monroe Fdy. & Furnace Co., 


Monroe, Mich. 


Scheible-Moncrief Furnace Co., 


Schill Bros. Co., 
Schwab & Sons Co., 


Cleveland, 0. 


Crestline, O. 


J., 
iisntunes, Wis. 
Smith, Chas., 


Sprague Fdy. & Mfg. Co., 
Council Bluffs, Ia. 


Standard Furnace & Supply Co., 


Omaha, Neb. 


Wrought Iron Range Co., 
St. Louis, Mo. 


Furnace Pipe and Fittings. 


Furnace Supply & Mfg. Co., 
Cleveland, 0. 


Michigan Safety Furnace Pipe Co., 
Detroit, Mich. 


Furnaces—Suidering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
—. 0. 


Clayton & Lambert Mfg. 
Betwit, Mich. 


Double Blast a. Co. 
North’ Chicago, Il. 


Lyon, Conklin & Co., Baltimore, Md 


Glideroles, 


Buffalo Sled Co., 
North Tonawanda, N. Y. 


Grease—Graphite. 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Guns—Shot, 


Stevens Arms & Tool Co., 
Chicopee Falls, Mass. 


Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Hangers—Door. 
Wagner Mfg. Co., Cedar Falls, Iowa. 


Hardware Jobbers. 
Bullard & Gormley, Chicago, Ill. 
Clark, Smith Hdw. Co., Peoria, Ill. 


Hardware Specialties. 


Albany Hdw. Spec. Mfg. Co., 
Albany, Wis. 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 


Buffalo Sled Co., 
North Tonawanda, N. Y. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 
Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Robinson Co., M. W., Brooklyn, N. Y. 


Rock Island Mfg. Co., 
Rock Island, Il. 


Wagner Mfg. Co., Cedar Falls, Ia. 


Ice Cream Freezers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Iron Enamel, 


Black Silk Stove Polish Wks., 
Sterling, Il. 


Nickel Plate Stove Polish Ce., 
Chicago, Ul 


Insurance, 


Illinois Retail Hdw. Assn., Elgin, Il. 


Cleveland, 0. 


Chicago, Ill. 
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Kitchen Utensils, Rasps. Sheets—Black and Galvanized, Tapes, 
Atlantic Stamping Co., Delta File Works, Philadelphia, Pa.| American Sheet & Tin Plate Co., Lufkin Rule Co Sa 

a ak ’ ’ - “ ginaw, Mich. 
Rochester, N. Y.| pisston & Sons, H., Philadelphia, Pa. Pittsburgh, Pa. 
Lalance & Grosjean Mtg. Co., Heller Bros. Co., Newark, N. J.| Inland Steel Co., Chicago, Ill. 
cago, Il | xy; en Stark Rolli Mill Co., C: » Ohio. 

Nicholson File Co., Providence, R. 1. ng 0. anton, Ohio. Thermometers—Oven. 


Lanterns, 


Buhl Stamping Co., Detroit, Mich. 


Latches—Barn Door, 


Albany Hdw. Spec. Mfg. Co., 
Albany, Wis. 


Mailing Lists. 


Ross-Gould List & Letter Co., 
St. Louis, Mo. 


Metal—Perforated. 


Harrington & King Perforating Co., 
Chicago, ni 


Metal Polish. 


Black Silk Stove Polish Wks., 
Sterling, 11. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Metal Shingles. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Wheeling Corrugating Co., 
Wh heeling, W. Va. 


Metal Stampings. 


Onterprise Mfg. Co., Akron, 0. 


Metals—Old and New. 
Berkenstein & Sons, S., Chicago, Ill. 


Mica. 
Brauer Supply Co., A. G. 
* "st." Louis, Mo. 


Munsell Co., Eugene, Chicago, Ill. 


Miters. 


Friedley-Voshardt Co., Chicago, Il. 


Ornaments—Sheet Metal, 
Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Pails. 


Atlantic Stamping Co., 
Rochester, N. Y. 


Pails—Dinner, 


Atlantic Stamping Co., 
Rochester, 


Z 
K 


Paint-Silica Graphite. 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Pistols, 


Stevens Arms & Tool Co. 


Chicopee Falls, Mass, 


Plates—Push, Glass, 
In-Vu Mfg. Co., Rochester, N. Y. 


Plumbago. 
Dixon Crucible Co., Jos., 


Jersey’ City, N. J. 


Powder. 


Du Pont de Nemours & Co., 
Wilmington, 


Tel. 
Punches, 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, 





N. Y. 


a oa 


Genry Furnace Co., T. 
dicviines, Ohio. 


Symonds Register Co., St. Louis, Mo. 


Tuttle & Bailey Mfg. Co., 
New York, Mi 2. 


Revolvers, 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Rifiles, 


Stevens Arms & Tool Co., 


Chicopee Falls, Mass. 


Roasters, 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rolls—Forming. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofing—Iron and Steel, 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, 0. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., Chicago, Ill. 

Inland Steel Co., Chicago, Ill. 

Merchant & Evans Co., 

Philadelphia, Pa. 

Moeschl-Edwards Corrugating Co., 
Covington, Ky. 

Stark Rolling Mill Co., Canton, Ohio. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rope—Wire. 


American Steel & Wire Co., 


Chicago, Ill. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Saws—Circular, 
Disston & Sons, H., Philadelphia, Pa. 


Saws—Hand., 


& Sons, H., 


Disston 
Philadelphia, 


Pa. 


Schools—Sheet Metal Pattern 
Drafting. 
National School of Sheet Metal Pat- 
tern Drafting. St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Chicago, 


Co., 
Th. 


Screw Drivers. 


North Bros. Mfg. 


Co., 
Philadelphia, Pa. 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. 


Weiss & Co., H., New York, N. Y. 


Sheets—Aluminum, 


Birkenstein & Sons, S., Chicago, III. 


Y.| Nickel Plate Stove —— Co., 





Wheeling Corrugating Co., 


Wheeling, W. Va 


Sheets—Toncan Metal, 
Stark Rolling Mill Co., Canton, Ohio. 


Sheets—Vismera. 


Inland Steel Co., Chicago, Il. 


Skylights, 


Burton Co., W. J., Detroit, Mich. 


Skylight Gearing. 
Weiss & Co., H., New York, N. Y. 


Slating Nails, 
Hussey & Co., C. G., Pittsburgh, Pa. 


Sleds, 


Buffalo Sled Co., 
North Tonawanda, N. Y. 


Snips—Tinners’, 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Soldering lIron—Self-Heating. 
Lyon, Conklin & Co., Baltimore, Md. 


Soldering Liquid. 
Allen Co., L. B., Chicago, Ill. 


Soldering Paste. 


Allen Co., L. B., Chicago, Ill. 
7 Soldering Salts. 

Allen Co., L. B., Chicago, Ill. 
Statuary. 
Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Stoves and Ranges. 
Champion Stove Co., Cleveland, 0. 


Danville Stove & Mfg. Co., 
Danville, Pa. 


Foster Stove Co., Ironton, O. 
Ringen Stove Co., St. Louis, Mo. 


Van Range Co., John, 
Cincinnati, O. 


Stove Patterns, 


Cleveland Castings Pattern Co., 
Cleveland, O. 


Cope Pattern Works, Geo. W., 
Detroit, * Mich. 


Quincy Pattern Works, Quincy, Ill. 
Vedder Pattern Works, Troy, N. Y. 
Weller Pattern Co., Quiney, Ill. 


Stove Pipe and Fittings. 
Hemp & Co., St. Louis, Mo. 


Michigan Safety Furnace Pipe Co., 
Detroit, Mich. 


Stove Polish. 
Black Silk Stove Polish Wks., 
Sterling, 
Brauer Supply Co., A. G., 
St. Louis, 


Dixon Crucible Co., Jos., 
Je ersey City, N. J. 


Il. 


Mo. 


hicago, Ml. 


Stove and Furnace Repairs. 


Brauer Supply Co., A. G 


St. ‘Louis, Mo 





Cooper Oven Thermometer Co., 
Pequabuck, Conn. 


Tin—Perforated. 


Harrington & King Perforating Oo., 
Chicago, III. 


Tinsmiths’ Tools. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co. 
Chicago, I. 
Lyon, Conklin & Co., Baltimore, Md. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 
Tanner & Co., Indianapolis, Ind. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill, 
Weiss & Co., H., New York, N. Y. 


Tinplate. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Berger Mfg. Co., Canton, O. 
Merchant & Evans Co., 
Philadelphia, 
Tanner & Co., Indianapolis, 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Pa. 
Ind. 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto Newark, N. J. 


Burgess Soldering Machine Co., 
Columbus, 0. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich 


Double Blast Mfg. Co., 
North Chicago, Ill. 


Lyon, Conklin & Co., Baltimore, Md. 


Trimmings—Stove, 


Gleason, Henry, New York, N. Y. 


Ventilators, 
Berger Bros. Co., Philadelphia, Pa. 
Friedley-Voshardt Co., Chicago, Iil. 
Globe Ventilator Co., Troy, N. Y. 
Merchant & Evans Cc 

yg hilade Iphia, 

Standard Ventilator Co., 
Lewisburg, 


Pa. 


Pa. 


Ventilators—Window. 


Detroit, Mich. 


Continental Co., 


Vises. 


North Bros. Mfg. Co., 
g Philadelphia, Pa. 


Rock Island Mfg. Co. 
wikis S Rock Island, 1. 


Wagons—Hardware Delivery. 
DeKalb Wagon Co., DeKalb, Il. 


Wagons—Trek, 


3uffalo Sled Co., 
North Tonawanda, N. Y. 


Waterers. 


Island Mfg. Co., 
ek eee 


Wire. 
American Steel & Wire 
ar a Li. 
Wrenches. 
Jomis & Call Hdw. & Tool Co., 
— Springfield, Mass. 


ins Co., M. W., 
Robinson Co Brooklyn, N. Y. 


Wringers—Clothes, 


rican Wringer Co., . 
amine New York, N. Y. 


Lovell Mfg. Co., Erie, Pa. 








60 AMERICAN ARTISAN AND HARDWARE RECORD 





Wants and Sales 


SPECIAL NOTICES. 





For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed~ 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. ‘To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these annoucements please mention 
that they ““READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 

P ATENT U. S. and Foreign Patents 


secured. Trade Marks Reg- 








For Sale—Sheet Metal Shop, fully 
equipped, in flourishing town of 50,000 in 
northwestern Ohio for $2,200. Large floor 
space, 4,000 feet square. Reasonable rent. 
Long lease. Doing annual business of 
$12,000. Reason for leaving, other busi- 
ness calls my attention out of city. Ad- 


dress A-50, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 6-3t 








TINNER’S TOOLS. 








For Sale—An A-1 double seamer with 
10 disc. In very good condition for any 
circular or flaring articles. Address L. 
M. Fraas, Archbold, Ohio. 26-3t 


Wanted—Cornice Brake in first-class 
condition at very reasonable price. Must 
be good brake and at a reasonably low 
price. Address L. M. Fraas, Archbold, 
Ohio. 26-3t 





For Sale—Tinners’ tools, benches, 
stock and goods. Will sell stock at cost. 
Tools 50% off from list if taken soon. 
Address J. T. Crampton, 63 Galena Boule- 
vard, Aurora, Illinois. 25-3t 











istered. Patent Validity and Infring t Opi 


Consulting Expert HERBERT E. PECK Patent Attorney 
Established 1895 WASHINGTON, D. C. Barrister Bldg. 


~ BUSINESS CHANCES. 











For Sale—Will trade all or part of my 
partly improved California ranch of 165 
acres for hardware or tinshops. $8,000 
clear. Address Simon Olson, St. Peter, 





Minnesota. 25-3t 

Wanted—Stock of hardware. I have 
some cash and a modern house in first- 
class condition, well rented. Good loca- 


tion. Do you want to trade? Can make 
quick deal. Address E, W. Lowell, Janes- 
ville, Wisconsin. 1-5t 





For Sale—Good, clean stock of hard- 
ware and fixtures in western lowa. Grow- 
ing town. Owner has other interests to 
look after. Address A-45, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 25-3 





For Sale—Small stock of hardware, in- 
voicing about $3,000. Will sacrifice for 
quick sale. Reason for selling, going into 
sheet metal business. Address A-51, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 

1-3t 





Wanted—To purchase a small but pay- 
ing plumbing or plumbing and tin busi- 
ness in a medium size town in western 
Missouri. Cash deal. Address A-47, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 

25-3t 


For Sale—General hardware _ stock, 
stoves, paints, oils, ete. Clean, up-to- 
date stock and fixtures, about $6,000 to 
$7,000. In the richest farming country in 
central Kansas, in the best location in the 
city of 12,000. Address Richolson Hard- 
ware Company, Salina, Kansas. 1-3t 








For Sale—All or half interest in the best 
hardware store, invoicing about $8,000. 
Annual sales, $20,000. Located in one of 
the best towns of 2,500 in the corn belt 
of Illinois. Address A-43, care of 
AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 24-ufn 





For Sale—Hardware stock. Approxi- 
mate amount $7,000, at Marshfield, Wis- 
consin, a city of about 7,000 inhabitants, 
in the best dairy belt in the state. About 
$3,000,000 paid out yearly in our city for 
dairy products. Write, Kliner, Lang and 
on Company, Marshfield, bebe 

5 25-3t 





For Sale—Stock of Hardware, Stoves, 
Paint and Oils. Nice, new, clean, up- 
to-date stock and fixtures, will invoice 
about six thousand dollars ($6,000), in 
an A-No. 1 farming country. Must be 
cash. No trade considered. Unless you 
have cash and mean business, do not 
answer. Reason for selling, different 
manufacturing interests demand my en- 
tire attention. This proposition will bear 
thorough inspection and investigation and 
will go quickly. Address J. E. Kercher, 
Wolcott, Indiana. 25-ufn 





HELP WANTED. 








Wanted—Several sheet metal workers 
for general job work, who are familiar 
with laying out, making, or erecting work. 
Address T. B, Callahan, 198 Frank Street, 
Akron, Ohio. 26-3t 


Wanted—A_ first-class, all-around tin- 
ner, plumber, warm air, steam and hot 
water heating. Married man preferred. 
Strictly sober; steady job year around. 
Will pay good wages to the right man 
capable of taking full charge of shop and 
making estimates. This is a country town 
of 1,400, Send references and state wages 
wanted in first letter. Address John A. 
Johnson, Preston, Minnesota. 26-3t 


SITUATIONS WANTED. 








Situation Wanted—I am open for en- 
gagement with some good country hard- 
ware store as first-class tinner, plumber. 
Expert on furnace heating, also clerking. 
Address H. J. Ester, Washington, Mis- 
souri. 26-3t 








Position Wanted—By combination tin- 
ner, plumber and lead worker. Can give 
references. No bad habits. No _ boozer. 
Address A-49, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 26-3t 





Wanted—A salesman well known to the 
trade in Minnesota and the Northwest 
wants line of stoves and ranges on com- 
mission. 15 years’ experience in this line. 
Address E. C. Hoskins, 2702 Harriet Ave- 
nue, Minneapolis, Minnesota. 1-38t 





Situation Wanted—By a first-class 
plumber, steam and hot water man. Have 
had ten years of experience. Can install 
hot air furnaces. Address A-46, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 25-3t 





Situation Wanted—By first class tin- 
ner, plumber, hot water and hot air 
man. Married and has small family. 42 
years old and has had 20 years’ expe- 
rience. Wages $3.50 to $4.00 per day, ac- 
cording to living expenses. No boozer. 
Address A-52, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard 
Chicago, Illinois. 1-3t 








Situation Wanted—An expert mechanic. 
Sheet metal, any kind, general jobbing, 
and a thorough installer of warm air fur- 
naces. Pattern cutting and estimating. 
Hold executive position at present, but 
change in firm makes another position 
desirable. Address A-48, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 25-3t 





Wanted—Position as tinner or plumber. 
I am 32 years of age, have had 18 years’ 
experience. I cut my own patterns, and 
am an expert in furnace work, hot 
water and steam fitting. Do pump and 
mill work. Can take full charge of the 
shop. I am also familiar with the hard- 
ware line. Can figure any metal or 
plumbing jobs. Will go most anywhere. 
Address Lee Otis Bailey, Cherokee, owe. 





__ SPECIAL NOTICES. 
WANTED 


Mechanics that can read blue-prints. In less 
than five hours study from instructions prints, 
you can read blue-prints and it will cost you less 
than one day’s pay for complete course including 
private instructions by mail. For particulars, write 
Lutts, 174 Fargo Avenue, Buffalo, New York. 


WANTED 


First class wood carver. One who 
can do designing for stove pat- 
tern work. Address Weller Pat- 
tern Company, Quincy, Illinois. 26-2t 














Polishing, Plating and Buffing Foreman 


Desires to make achange. Would like to connect 
with a stove concern that wishes to improve their 
nickel to a high grade finish. Man that has been 
doing such work for 26 years. Best of references. 
Address B-15 care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, Illinois. 


WANTED 


Live Tinners io take subscriptions for 
AMERICAN ARTISAN. Good money 
making proposition for right parties. For 
information address Circulation Depart- 
ment, AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 


MR.STEEL FURNACE 
MANUFACTURER 


Have you a position in your mechanical depart- 
ment for a man who can obtain results? Who un- 
derstands the game? A systematizer that can 
eliminate the labor waste. Occupy the position of 
superintendent and have excellent reasons for de- 
siring to change. It may be to your interest to 
make further inquiry. Address B-14,care of 
AMERICAN ARTISAN, 910 South Michigan 
Boulevard, Chicago, Illinois. 25-3t 


SITUATION WANTED 


By a first class sheet metal worker. 
Expert pattern cutter, can read 
plans, make estimates and do any 
work in the sheet metal line. Am 
an expert in installing warm air 
furnaces. Can also install hot- 


water and steam heating plants in 
a first class way and do plumbing. Can 
take full charge of a shop and manage it 
to an advantage. Am a married man, 
ttrictly sober and reliable. Steady situa- 
sion wanted. Address W. F. Lauden- 
schlager, Dodgeville, Wisconsin. 1-3t 


SITUATION WANTED 


First class Stove and Fur- 
nace Salesman, with good 
established trade. Covered 
New York, Pennsylvania and 
Ohio for eight years. Best 
references. Address B-17, 
care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, 
Illinois. (ss 





























